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* It’s Irwin’s exclusive hollow ground point 
that makes the Speedbor “88” your best seller 


IRWIN SPEEDBOR ‘88’? WOOD BITS for 
electric drills and drill presses bore faster 
at any angle, sell faster in any store. 
Imitated but never equalled in boring 
efficiency in hardest or softest woods — 
even plaster and plastics. No wobble, no 
run-out. 14” machine-ground shank 
chucks perfectly. Forged in one piece 
from solid bar of special bit steel, heat 
treated full length, machine-sharpened. 
Wider size range and special features 
guarantee faster turnover, complete cus- 
tomer satisfaction, more repeat sales: 

EXCLUSIVE HOLLOW GROUND POINT with 
Irwin’s special cutting edges starts holes 


faster, permits spade-type cutters to go to 
work faster for up to 5 times faster boring. 
Holes are cleaner, more accurate, too. 
EXCLUSIVE SIZE RANGE. From 14” to 1'4”. 
17 open stock sizes in all. 

NEW ROLL KIT ASSORTMENTS of 4, 6. and 13 
Speedbor “88” bits increase unit sales, add 
bigger dollar volume. Plastic case set of 6 
popular sizes also available, 


IRWIN 


every bit as good as the name 


NEW SELF-SELLING SELLOPAK display jackets 
dress up all sizes, 14” thru 144”, to invite 
more impulse purchases and self-serve sales. 
NEW DISPLAY PANEL. Free with assortment of 
20 Speedbor “88” hits in fastest selling sizes. 
All metal one-piece construction. Fits in 
small space. Mounts easily on wall, peg 
board, island tables, doors for use at multiple 
traffic points throughout store. 


Order from your 
Irwin wholesaler today 


The Irwin Auger Bit Company 


at Wilmington, Ohio, USA, since 1885 





1360 shakes a minute mix 
paint through and through 
as no ordinary “shaker” 
can. (unretouched photo) 


| 
Patented offset can clamp 


now standard for extra 
“travel’’, 100% blend 
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Guarantees Fertect Color Matching Every Time 
—S 


Every store-mixed color system needs a Red Devil Paint Condi- 
tioner to put all the pigment in perfect suspension, to insure the 
thorough blending essential for correct color matching. 

Choose from the three models shown here, the Red Devil Paint 
Conditioner that suits your needs. Whichever you choose, you 
get full-year guarantee. Shipment from Union, N. J., or Chicago, 
or Los Angeles to save you freight. 29 authorized Red Devil 
service stations — one near you — should repairs ever be needed. 
See your jobber for prices, trade-in allowance on old machines, 
and data on useful accessories. 


Red Devil Tools. 


Union, N. J., U. S. A. 
World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872 
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Red Devil No. 33, the 
heavy duty model for 
1- to 5-gallon cans and 
4-can cartons. 


Red Devil-Harbil HB 7, 
shakes 2 cans at once, 
anything from % pint 
to 1 gallon. 
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Irwin’s special cutting edges starts holes every bit as good at Wilmington, Ohio, USA, since 1885 


If you think fasteners are “chicken feed,” you've got another think com- 

ing. Modern packaged fasteners aren't “chicken feed” in today’s hard- 

ware operations when you stock the fasteners that help you make 

money. Southern’s smartly styled packaging with the famous EZ to C© 

color-coded label is a real money-maker and traffic-builder. And South- 

ern is pre-sold in leading craftsmen’s magazines all year ‘round. 

SCREW COMPANY 


Give Southern screws a chance to make money for you. Contact your svatdewele: «monte Gane 


Southern distributor. Let him put your fastener sales on its feet the 
EZ to C© way. 

Sold Through Leading Wholesale Distributors. 

Warehouses: New York e Chicago - Dallas «+ Los Angeles 


Wood Screws ° Stove Bolts . Machine Screws & Nuts . Tapping Screws Carriage Bolts Wood Drive Screws 
For Details Circle 3 on INQUIRY CARD 
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WARDING BASTARD 
FLAT BASTARD 


ROUND CHAIN SAW 


———aat 


LOZENGE CHAIN SAW 


— 


HANDY FILE 





MILL BASTARD ROTARY MOWER FILE 


FILES BUILD STORE TRAFFIC AND INCREASE PROFITS 


Here are three sound benefits from a Nicholson or Black Diamond file inventory: 


1 With modest display space, you can increase file stock turnover . . . increase profits. 


P) You can build a reputation as a well-stocked retailer, headquarters for all hardware 
requirements and thereby build store traffic. 


3 Since files are low-price, basic tools, they can be used as sales openers for your 
other lines. 


‘ 


To be file headquarters in your area, ask your wholesaler for a stock of the most 
popular Nicholson or Black Diamond file types such as these: 


Flat, Half Round and Round Bastard Warding Bastard Pruning Saw 
Slim, Extra Slim and Double Extra Slim Taper Half Round, Wood, Cabinet Square Chain Saw 
Round Chain Saw and Four-In-One Rasps Contact Point 
Lozenge Chain Saw Handy Auger Bit 


Mill Bastard Rotary Mower Assorted Round Handle Needle 


Nicholson File Company, Providence 1, Rhode Island e Files ¢ Rotary Burs 


° 
Hacksaw and Band Saw Blades ¢ Ground Flat Stock e Industrial Hammers sos, NICHOLSON a 
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| “= polyethylene 
Band ah wrapped tubes 


wo ed =64 O7Z.-8 Oz.-1 Ib. 


aod om i 
Couleurs ull Tange SIZes 
3 to 72 


EACH TUBE LABELED AS TO SIZE, YARDAGE PER TUBE AND WEIGHT 


Ls 5 
Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Mop Heads 

Wood Glue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 


Sash Cords Jute Twine f. 0. b. Mill, Lawndale, N. C., Van Nuys, 

nen cnet ne a yt ating Lanes Calif., Marietta, Minnesota, Dallas, Texas, 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $75.00 freight allowed to $1.00 per cwt. 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


ee 
esrasusneo evs GleVeland Mills Company LAWNDALE, N.C. 


St., Van Nuys, Cal Marietta, Minn. e 2644 Freewood Drive, Dallas 20, Texas @ Waynetown, Ind 
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Look Beyond Your Own Premises 


“Figures show that hardware retailing is one of today’s soundest 
business ventures, since a smaller percentage of failures occur in this 
field than in most typés of retailing.” 

Those are the words of a California banker. He agrees that we should 
be proud of this record. Then he warns us quickly that the rate of failures 
is increasing a little each year. This indicates that we should certainly 
not have a feeling of security. 

Retailing is constantly going through changes, he points out. There are 
changes on the horizon that threaten the existence of some dealers. You 
can’t meet these changes by operating tomorrow’s hardware store by 
vesterday’s standards. 


Any banker will advise you to watch your records closely for any in- 
dicators of changes in your business stability. Watching your record 
system and diagnosing it immediately is excellent advice. 

But you should watch some other things in addition to your books. Some 
day soon take a walk .. . down the street ... across the street and around 
the corner. Start looking at other retail stores, no matter what type they 
are. You may see some of the changes that are causing new competition 
for you. You may find ideas that can be adapted to your store. You may 
find interest in a certain type of fixture or new promotional methods. 


You can learn something from almost every type of retail outlet. You 
can be your own radar system to detect changes that may be cropping 
up in your own backyard. 

You can look to your suppliers’ salesmen for indications of changes 
and for help to beat competition. Many wholesalers have programs that 
can help you keep progressing. 


Look also to see what manufacturers are doing to condition prospects 
so that some dealer can sell them. You might as well be that dealer in 
your community. 


There is a lot of looking for you to do to keep your business sound. Look 
to see where you have been and how you have fared. Then look ahead 
at all possible road signs to see where you want to go. 


Most bankers will give this kind of advice. Unfortunately many of them 
do not have a chance until the dealer’s business is in peril. 


Util Choon 
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BUSINESS 


TRENDS i. nc wes 


Simplified Rules for Land Selections 


This upward trend is expected to continue in 


Will Encourage Alaskan Economy 


New rules were drawn up in December regard- 
ing Alaska State land grant selections. They 
were designed to encourage the Alaska economy 
as well as facilitate State land grant selections, 
according to former Secretary of the Interior 
Fred A. Seaton. 

Under the new rules, if the State selects a 
portion of a leased area, the minerals in that 
portion will remain reserved to the United 
States until the lease expires. Then they will 
be transferred to State ownership. 

The Alaska Statehood Act granted over 103 
million acres to the new State. The State has 
25 years in which to select from the best lands 
available. This would include lands with the 
mineral rights reserved to the United States, 
provided they are otherwise unrestricted. 

This will probably expedite selection of land 
by this new State and help to attract more pri- 
vate business to the area. 


Third Quarter Sales Increase in 
Some Categories in California 


Third quarter 1960 sales in retail hardware 
stores in California dropped 7.2 per cent over 
like period of 1959 as reported by the State 
Board of Equalization. This was based on the 
collection of retail sales tax in this period. Sport- 
ing Goods dealers fared better with 2.2 per cent 
increase. Farm and garden supply stores had 
a 8.5 per cent increase. Plumbing and electrical 
supply dealers were also up with 4.7 per cent 
rise. In this related group lumber and building 
material dealers had the worse drop .. . 10.4 
per cent. 


Industrial Growth in Los Angeles 
County to Exceed $200 Million 


Los Angeles County is continuing its role as 
the nations third largest manufacturing center, 
according to recent reports from the Los Angeles 
Chamber of Commerce. Industrial growth for 
1960 is expected to exceed earlier estimates of 
$200,000,000 in new plants and expansions for 
the past 12 months. 


1961. Some 43 new locations and 194 plant ex- 
pansions representing $177,080,500 in capital 
investments during the 10 months of 1960 have 
been reported. November and December are ex- 
pected to add at least $23,000,000 to this total. 
These growth figures represent only Los Angeles 
County and does not include the bordering coun- 
ties which are also experiencing record growth 
in industrial expansion. 


Southern California 
Sales to Drop 3% 


Southern California hardware dealers can 
look for a drop in sales of three per cent during 
the first four months of 1961. This prediction 
came from Eaton W. Ballard, Vice president 
and treasurer, Broadway-Hale Stores, Inc., Los 
Angeles. However, he stated further that re- 
tailers may be able to at least equal last year’s 
sales during May to the end of the third quarter. 

“By the time the fourth quarter rolls around,” 
Ballard said, ‘consumer confidence may have 
been restored to the point that consumers will 
be in the mood to spend a little more freely for 
Christmas.” 


Business Failures Still 
Light in Hardware Field 


Although business failures reached a 27-year 
high in 1960, the hardware business is still 
comparatively low in the retail classification. 
Of the nine types of businesses in the retail 
group, the lumber, building materials and hard- 
ware group was in seventh postion with 487 
fatalities in 1960. This was a slight increase 
nationally over 1959. However the liabilities 
increased from $15,146,000 to $20,063,000 in 
1960. This was reported by Dun & Bradstreet. 

There was no breakdown of hardware only 
in this initial report. As based on 1959 figures 
hardware will probably show a better rating 
than its allied businesses . . . lumber and build- 
ing materials. In 1959 lumber and building 
materials were eight down on the list while 
hardware was in 19th place. 

Most of the year’s rise in general failures 
came from non-metropolitan areas. 
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Sprays Right From The Quart Can of Paint 


ALL PAINTS + LIGHT - HEAVY + MULTI-COLOR 
EVEN SAND AND STUCCO FINISHES 


? RETAIL 
New, low pressure spray paint system for Do-It-Yourselfer and 

Home Owner. Operates off regular canister or tank-type $ 95 
vacuum cleaner or No. 60B Hyde Electric Air Blower. Fastens 

to all paint manufacturers quart paint cans. Only one moving Shipping Weight 
part to adjust amount of paint and size of spray. No fuss, no 1% Ibs 

muss. Anyone can spray paint with this new, sensational ; 
product. Excellent for store rental. NO. 60G 


Spray Paints These Surfaces And More 


cae a jn 


BASEMENT HOUSE SHUTTERS FENCES 


Spray Painter connects to canister or tank-type 


Spray Painter also operates off No. 60B 
vacuum cleaner. 


Hyde Air Blower. Retails for $49.50. 





Fastens to Quart Paint Can 
Regular and Circle Seal 


NO. 60RU RENTAL UNIT 
RETAIL $73.40 


Retailer rental, Sprayer and Air Blower in 
steel carrying case. Shp. Wt. 25 Ibs. 


yo HYDE MANUFACTURING CO., SoUTHBRIDGE, MASSACHUSETTS, U. S. A. 





WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY © Chilton News Bureau, Washington, D. C. 


Senator Engle Has Plans for West 


Tax Reform Gains Fresh Support; 
Kennedy Remains Cool to Cuts 


Western merchants hoping for tax reforms 
may regard the months ahead with what might 
be called cautious optimism. 


Though President Kennedy himself has been 
reluctant to talk of possible changes in federal 
tax laws, he will get a lot of expert advice from 
top government officials who are not as hesitant 
as the Chief Executive. 


Walter W. Heller, chosen by Kennedy to head 
up his Council of Economic Advisors, is known 
to favor tax reforms as a means of dealing with 
what he says is now a genuine recession. Though 
Heller will string along with his boss in trying 
first to cure the nation’s ills with aid legislation 
and spending programs, he won’t abandon the 
idea of tax revisions to help business out of 
its doldrums. 


There will be ample legislative proposals to 
keep the tax pot from cooling. 


Representative Frank Ikard, Texas Democrat, 
will continue pushing his proposal to allow 
small retailers to claim increased deductions 
for inventory buildup. Ikard’s measure enjoys 
bipartisan support in both the House and Senate. 


Democratic Senator Harrison A. Williams of 
New Jersey favors four types of tax relief 
which he is supporting in Congress this year. 
These would permit: (1) Individuals to set up 
their own pension plans if they are not otherwise 
covered, (2) Small firms to deduct more for 
growth reinvestment, (3) Buyers of used eyuip- 
ment to get the same depreciation rates as 
applied to new equipment and (4) The Treas- 
ury to follow rulings of the Tax Court and the 
Court of Appeals in tax dispute cases. 


Arkansas Democrat Wright Patman’s House 
Small Business Committee made its report on 
retailing back in December. The report urged 
tax reform as one means of helping small firms 
get back into competition against mushrooming 
chain store operations. 


California’s Senator Clair Engle has a couple 
of ideas of his own on what to do for western 
business interests ... First of all, he proposes 
legislation to create a special Council of Resource 
and Conservation Advisors for the President. 
The three-man council would help in planning 
for development of the West’s natural resources. 
Engle’s bill cites responsibility of the federal 
government to encourage utilization of natural 
resources to meet the need for “recreational, 
wildlife, scenic, and scientific values.”’ Engle has 
called for reopening of Western gold mines. . 
He suggests that another gold rush could solve 
the problem of gold outflow and the international 
payments problem. 


Restoration Programs Benefit West 


Western sportsmen will be reaping the benefits 
of a $21.5 million fish and game restoration 
program to be completed by June 30 this year 
... The Interior Department announced appor- 
tionment of funds to each of the states for game 
restoration with Alaska and Texas receiving 
the maximum amounts for surface game ($735,- 
100 each), and Texas, Alaska and California 
getting the maximum shares for fish ($272,750 
each). The money comes from excise taxes 
collected on manufactures of hunting and fishing 
equipment. 


Do-It-Yourself Sales May Increase 


Hardware dealers can look for increased sale 
of builders hardware, electrical and plumbing 
supplies if the prediction of Commissioner of 
Labor Statistics Ewan Clague holds true. . 
Clague forecast a rise in the cost of living of 
from one to two percent next year, with most of 
the increase due in the cost of services .. . Home- 
owners will pay more for repair and upkeep, 
fuels, taxes and the like. Penny-wise do-it-your- 
selfers will take on more fixing up themselves 
in an effort to dodge spiraling repair bills. 
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PuRFMASTER 


KING 
HAS 


QUALITY 
YOU CAN 
SEE... 











QUALITY 
YOU CAN 





The Turfmaster King is the mower you can 

sell with confidence and pride . . . and profit! 

The deck is aluminum alloy. The 8” wheels 

are Steel. The “Hite-A-Just” feature obsoletes 

most rotary mowers: one lever adjusts all 

four wheels at the same time for nine dif- 

at ferent cutting heights! Turfmaster King qual- 
THE QUIET TURFMASTER TURFMASTER ity sells... and stays sold! 


TURFMASTER TILLERS RIDING MOWER Ask your wholesaler for a copy of the 1961 
The all new mower with Tops in performance and Newest addition to a fine y Py 


the lullaby-low tone... sales appeal. Ask your line of riders. Medium catalogue of Turfmaster products or write 
practically sells itself. wholesaler for details. price...fine performance. us... we'll send you one. 


4 
ae 


Nationally Advertised in Leading Home Magazines 
/ D 7/} MG w MANUFACTURING COMPANY 
URFMASTER Z. Ca “unre RICHMOND, INDIANA 


Sai “The World’s Standard Mower Since 1874” 
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Happy Homes Indoor-Qutdoor Values 
TWO OxCcO 


“| HARDWARE WEEK SPECIALS 


“OUTDOOR | ‘BROOM 


REGULAR SUGGESTED - =; 


MOP Wiel 4 RETAIL $2.98 


: SPECIAL FOR 
REGULAR SUGGESTED Billa HARDWARE 
RETAIL $2.49 i] 


WEEK ONLY 
SPECIAL FOR 


HARDWARE WEEK 
ONLY $1 98 


ivy 


Offer your customers a 20% re- 

duction on this popular house- 

hold mop. DuPont cellulose 

sponge yarn outlasts ordinary 

mops three to five times. Soaks Increase your volume on the popuiar Ranch House 
up water fast, leaves floors with this attractive sale price. A sturdy outdoor 
nearly dry. Stays fresh and broom designed for patios, garages, sidewalks, etc. 
odorless. Head sealed in poly Tough blended fibre filling gives years of service. 
bag with sell copy. 48” lac- Attractive protective sleeve and colored handle 
quered handle in kitchen colors. and block increase sales. 


PACKED 1 doz. heads and PACKED 6 brushes 
handles in shipping car- end 6 handles 
ton. Shipping weight per in shipping con- 
doz. complete 18 Ibs. tainer. Shipping 
weight per doz. 
complete 32 Ibs. 


Twice the sales, twice the profits, as Oxco offers not one, but 

two big values for Hardware Week. Two favorites, right THE 
off the top of the Oxco line, at savings up to 20% for your LINE 
customers. Now’s the time to order . . . and remember 

to use your IRHA display material! % ° THAT 


MOVES 


See your Oxco jobber and ask for the special Hardware OX FIBRE BRUSH COMPANY, INC. 


Week prices. Regular prices apply after April 30, 1961. preoenicx oteblished /S8¢ MARYLAND 
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Easy to 
see how the 
Russell Bolt 500 Line 


takes the 


guesswork out of pricing! 


With a new, permanent price coding system, Russell Bolt puts profit back in a 
handful of bolts. No more confusion at the cash register—no more lost time on 
sales with the new Russell 500 line. You know at a glance the price you put on 
every fastener in stock. During routine manufacturing this simple coding is 
embossed permanently on the head of every fastener...always there... won't rub 
off or become obliterated. This foolproof coding means all the profit is yours. 


An attractive display stand holds an assort- 
ment of 78 fast selling nuts and bolts—plus extra 
bin space for your stock of washers, etc. Each 
fastener is blue-sheen plated for cleaner, quicker 
selection. Your selling price is prominently dis- 
played (along with additional charts for the cash 
register). Order this handy merchandiser plus 
the complete Russell Bolt 500 line, today. 


Contact your hardware jobber, or for his name, 











Russell Bolt & Mfg. Co. Dept. B 
tien ean eminent A Subsidiary of Norris-Thermador 
nae ee eee 800 East Gage Avenue 
Los Angeles 1, California | Be sure to 
see us at 
Name _ SRE | the Phoenix, 
Los Angeles, 
and 
The Oldest West Coast a 
Manufacturer of Cap Screws. y ie is : | Shows. 








Address 
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More garden 
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New TT48 Garden-Tool Merchandiser— 
Special revolving display almost places tools 
é in customers’ hands. Sturdy, tubular- 
-Dissount steel stand finished in ivory. Takes 
less than 3% sq. ft. Includes these 

48 basic tools (stand displays 24): 


-SL22 Lawn Rakes - Dirt Shovels 
-FBR22 Lawn Rakes - HGL Garden Shovels 
- B15 Garden Bow Rakes -GO6%4 Garden Hoes 
-PB14 Garden Bow Rakes -PG6% Garden Hoes 


Regular cost of 48 tools . . $115.08* 
Regular cost of display stand 20.00 
Total cost of tools and stand $135.08 
Less special $15 discount. 15.00 


YOU PAY ONLY (Zone 1) $120.08* 


*Zone 2 add $3.60. 
Shipped prepaid direct from factory. 


a A ER NE” EO RR RTIS ESE ON 
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Famous GM66 Garden-Too! Merchandiser— 

Special a whole garden tool center in 9 sq. ft. 
fi = Attractive steel stand rolls on large 
Discount casters to where your trafficis. Includes 
these 66 basic tools, all best sellers 

(stand displays all 66 and more): 


Lawn Rakes 

Lawn Rakes 

Bow Rakes 

Bow Rakes 
Level-Head Rakes 
Dandelion Diggers 
Cultivators 
Spading Forks 
Dirt Shovels 


Garden Shovels 
Garden Spades 
Rotary Edgers 
Edgers 

Garden Hoes 
Garden Hoes 
Floral Hoes 
Warren Hoes 


OANFAN FAAS 
NNFPOANNN SS 


Regular cost of 66 tools. . . $155.04t 

Regular cost of display stand 35.00 +zone 2 add $4.48. 

Total cost of tools and stand $190.04 Shipped prepaid direct 
j : from factory. 

Less special $20 discount. . 20.00 


YOU PAY ONLY (Zone 1) $170.047 
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dollars per sy foot 


True Temper merchandisers 
sell more tools in less space... 
simplify your stocking 


Add these units for extra profits 


S18-1 GARDEN-SHEAR MERCHANDISER 


Stand is FREE with 18 basic 
Garden Shears 
(stand displays all 18) 
6- No. 22 Grass Shears 


6-TD Grass Shears 
6 - A35 Pruners 


Regular cost of 18 basic shears $45.84 
Plus free display stand. ... FREE 
YOU PAY ONLY ... . $45.84 


No. GCA-1 HAND-TOOL MERCHANDISER 


Stand is FREE with 

: New $54 Garden-Shear Merchandiser — 30 basic tools ft [rue TEMPER 
Special revolving stand displays a big selec- (stand displays 26) t ; 

; tion of shears in less than 3 sq. ft. 

Discount Stand is heavy-gauge steel finished in 

copper and ivory. Includes these 54 

basic garden shears (stand holds 44): 


7 
Regular Trowels 

Trowels 

Cultivators 

Digging Forks 

Weeding Hoes 

Pointed Hoes 

Hand Rakes 

Dandelion Diggers 


-No. 55 Grass Shears 12-A35 Pruners 
-No. 22 Grass Shears 6-D150 Pruners 
Hedge Shears 3-122 Loppers 

2- 

ara 


OANNNF HLL DH 


Hedge Shears 103 Loppers Regular cost of 30 tools . . . $15.90 
Hedge Shears A103 Loppers Plus free display stand. ... FREE 


Hedge Shears astiniaeian 
YOU PAY ONLY ... . $15.90 
Regular cost of 54 shears. . . $129.84 Suggested retail, 79¢ per tool. 
Regular cost of display stand. 15.00 


Total cost of tools and stand . $144.84 Also available No. TGCA-1 Merchandiser, same basic selection as 
Less special $15 discount... 15.00 GCA-1 . . . except tools have sparkling chrome finishes . . . same 

eS FREE stand. Your cost, $18.00. Tools sell for 89¢ each, suggested retail. 
YOU PAY ONLY , . 


Shipped prepaid direct from factory. 


cwmarecorc., KIRUE TEMPE 
Wholesaler Today ® 


your basic line... your money line 
For Details Circle 10 on INQUIRY CARD 
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HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


“UNLOCK THE ROCKS” with twist 
of tray. Pop-Out ice tray is flexible 
molded polyethylene. Said not to stick 
to refrigerator. Trays slotted to per- 
mit stacking —The Dole Valve Co. 
For Details Circle 100 on INQUIRY CARD 


PLANT STARTER KIT is complete 
with seeds, enriched soil and planter. 
Gro-Kit available in 24 popular flower 
and vegetable varieties. Seeds guar- 
anteed to grow.—Ferry-Morse Seed 
Co. 


For Details Circle 101 on INQUIRY CARD 
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FLOUR FLUFFER SIFTER is also 
a canister. Combination unit is made 
of high-impact polyethylene and has 
snap-on covers. Holds 4! cups of 
flour. Comes in four colors.—Bliss- 
craft of Hollywood 

For Details Circle 102 on INQUIRY CARD 


NO SWEAT with these “Sta-Cold” 
insulated tumblers. Double - walled 
construction makes hot drinks stay 
hot and cold drinks stay cold. Two 
designs available-——Burroughs Manu- 
facturing Corp. 

For Details Circle 103 on INQUIRY CARD 


GET TO THE TOP when spraying 
shrubs and trees. Two-wheeled Gar- 
den Genie sprayer throws 10-ft. wide 
spray 25 to 30 ft. forward on normal 
hose pressure. Adjustable nozzle.— 
Sawyer’s, Inc. 

For Details Circle 104 on INQUIRY CARD 


RAISED STEPS make roof ladder 
safe. Welded steel ladder has rub- 
ber tipped hook section to fit all types 
of ridged roofs. Sectional ladder 
lengths from 12 to 28 ft.—Louisville 
Ladder Co. 

For Details Circle 105 on INQUIRY CARD 
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NURSERY PEN for animals is multi- 
purpose. Can be used for individual 
animals, farrowing pigs, etc. Made 
of steel, pen features combination 
feeder-waterer unit.— Walsh Manu- 
facturing Co. 

For Details Circle 106 on INQUIRY CARD 


THREE-WAY DISPENSER for foil, 
waxed paper and paper towels has 
wood-grain vinyl fused to steel. 
Hangs on wall or stands on counter. 
Other pantryware available.-—Pantry 
Queen Products, Inc. 

For Details Circle 107 on INQUIRY CARD 
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NO FUEL PROBLEMS with this 


pocket size stove. Burns all kinds 
of gasoline and even kerosene. Clad 
in stainless steel, stove is 5 x 444 x 
1% in. Burns 90 minutes on five-oz. 
fuel.—Taykit, Inc. 

For Details Circle 108 on INQUIRY CARD 


FEBRUARY 1961 








ONE SCREWDRIVER fits slotted, 
Phillips and Reed & Prince type 
screws. Skrew-All drivers in five 
different lengths have Tenite han- 
dles and airplane steel blades.—Van 
Horn Sales, Inc. 

For Details Circle 109 on INQUIRY CARD 


EASY-TO-MAKE picnic tables with 
steel table frames. Ejight-foot table 
can be made with five pieces of 2 x 
10 lumber. Pre-drilled frame includes 
nuts and_ bolts.— Mid-Ohio Metal 
Products Co. 

For Details Circle 110 on INQUIRY CARD 


TRAVEL STEAM IRON works on 
110 or 220 volts. Removable bulb 
holds enough water for 17 minutes of 
ironing. Weighs 13, lbs. Adapter 
outlet plugs included.—General Elec- 
tric Company 

For Details Circle 111 on INQUIRY CARD 


WAVE SPRINKLER covers square 
area 35 x 35 ft. Lawn sprinkler has 
no moving parts or motor. Designed 
for deep-down soaking action. Wave 
King has rust-proof finish—H. B. 
Sherman Mfg. Co. 

For Details Circle 112 on INQUIRY CARD 


BUFFET FRY PAN with side han- 
dles is 11'4 in. square. Electric pan 
is made of heavy aluminum. Heating 
unit can be immersed. Chilton line 
is new in electrics—Aluminum Spe- 
cialty Co. 

For Details Circle 113 on INQUIRY CARD 


INTERCOM PHONES need no out- 
side power. Transistorized sets use 
two batteries each. Plug into any 
electrical outlet and talk. Uses power 
lines as phone lines.—Jobet Indus- 
tries, Inc. 
For Details Circle 114 on INQUIRY CARD 
(Continued on Page 44) 
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National’s your better buy 
for quality in product and package 


Experience has proved that packaging 
pre-sells the product inside. With that 
idea in mind, National gives you: 


Brighter boxes—trim, colorful cartons 
with the glossy finish that resists smudg- 
ing, stays clean longer, dresses up 
fastener shelves, and keeps fastener 
departments looking spic and span. 


Color-coded labels—to instantly identify 
the kind of fasteners wanted. 


read sizes and names of the fasteners. 


The packaging a quality product deserves 
— because, most important, the fasteners 
themselves live up to the looks of the box 
... with quality that protects your repu- 
tation for selling dependable products. 


These are some reasons why so many 
of our customers standardize on the 
National line, and why they all agree: 
“National’s Your Better Buy.” 
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CHESTER HODELL 
HOISTS CHAINS 


Large-type lettering—to make it easy to Ask Your Distributor... He Knows 


CALIFORNIA DIVISION « THE NATIONAL SCREW & MFG. CO. 
3423 SOUTH GARFIELD AVENUE ¢ LOS ANGELES 22, CALIFORNIA 
Sales Offices: 1 Drumm Street, San Francisco 11, California, and 2035 S. W. 58th Avenue, Portland 1, Oregon 
For Details Circle 11 on INQUIRY CARD 
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Product: Today, as when we pioneered plastic garden hose 
15 years ago, Supplex is absolute tops for quality. A complete 
line. NEW: 1” ID hose and double knit reinforced hose. 


Package and Display: Beautifully and colorfully packaged 
for quick, easy “pick-me-up” selling. New free displays 
available through your jobber. 


Price: Priced to give honest value to your customers. You 
can sell Supplex with confidence. 


Profit: A sound profit structure that you know you can rely 
on at all times...Supplex is always working for your profit 
protection. 


Your loyal support has enabled Supplex to keep on growing 
with you. We shall do all in our power to continue to warrant 
this support and to provide you with products you can sell with 
pride and profit. Your Supplex jobber’s salesman will give you 
full information and full cooperation. 


SUPPLEX 


GARDEN HOSE © SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 


For Details Circle 12 on INQUIRY CARD 
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with these CFs Steel Hardware Products 


One sure way to brighten your sales picture is to increase the 
volume of your sales. And there’s no better way to do it than by stocking, ~ 


* 


recommending and selling these CF&I Steel Hardware Products. 


They’re manufactured to high American standards by a nationwide 


company . 


. designed to build customer satisfaction and 


loyalty that inevitably lead to repeat sales for you — now and in the 
future. And — because of the diversity of CF&l’s line — you have 
quality products to recommend for a wide range of customer requirements. 


Put these two factors together, and they’ll add up to more sales 
for you. Why not call your CF&lI sales office for complete details. 


The time to do it is now. 


HARDWARE CLOTH-—For a 
thousand and one uses. In stand- 
ard 100’ rolls. 24” to 48” widths, 
in both Standard and Heavy 
Specifications. Heavily galvan- 
ized after weaving. 


POULTRY NETTING — Sup- 
plied in 150’ rolls, with widths 
from 12” to 72”; 1” and 2” 
meshes; 20 gage; galvanized be- 
fore weaving. 


GENERAL PURPOSE 
WELDED WIRE FABRIC — 
Supplied in 100’ rolls, in six 
widths, from 24” to 72”. Mesh 
sizes range from %2” x %” to 
2” x 4”. Gages from 11-16. 

WOVEN ORNAMENTAL 
FENCE-Protective, decora- 


tive. In single or double loop 
galvanized constructions. Light 


and heavy weights, in 30”, 36”, 
42” and 48” widths and standard 
100’ rolls. 


WOVEN FLOWER BED 
BORDER-— Available in stand- 
ard 100’ rolls; 16”, 22” and 28” 
widths. Requires no posts, forms 
easily into any shape. 


INSECT WIRE SCREENING 
— Galvanoid, aluminum or 
bronze in regular widths from 
16” to 48”, 100’ rolls, standard 
18 x 14 mesh. 


MERCHANT WIRE-General 
purpose wire available in stand- 
ard 100 lb. coils. Gages 6-18. 
Supplied either annealed or gal- 
vanized. 


STONE WIRE — Another gen- 
eral purpose wire, packed in 12- 


lb. coils. Gages 16-27. Available 
black annealed or galvanized. 


NAILS — CFal makes nails in 
sizes, finishes, heads, points and 
shanks to suit virtually every 
type of construction need. 


BARBED WIRE — Full gage, 
galvanized, and available in 2 
pt., 4 pt. and barbless construc- 
tions. Also High Tensile Barbed 
Wire. All 2 pt. barbs are placed 
4” apart and 4 pt. barbs 5” 
apart. Furnished in full-length 
80 rod reels. 


FENCE POSTS-—Silver Tip Tee 
Line Posts available in 5’-8’ 
lengths in 6” increments. Silver 
Tip End and Corner Posts avail- 
able in 7’, 7’8” and 9’ lengths. 
All made from new billet, open 
hearth steel. Posts have baked 
on asphalt-base enamel finish. 
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THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque * Amarillo © Billings * Boise * Butte * Denver * El Paso * Farmington (N.M.) © Ft. Worth 
Fresno * Houston * Kansas City © Lincoln * Los Angeles * Oakland * Oklahoma City * Phoenix ¢ Portland 
Pueblo * Sacramento * Salt Lake City * San Francisco * San Leandro © Seattle * Spokane * Wichito 
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FEATHERLITE SHOVELS AND SPADES 


MLS—Long Handle, Square Point 








MLR—Long Handle, Round Point 





MILR-2—Long Handle, Irrigating 
or Spading Shovel 


SP-18—D Handle 
Drain Spades 








STOP...LOOK...BUT DON’T 
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KW-10—D Handle 
Ribbed Western Grain Scoop 








| RAW-12—D Handle 


Aluminum Scoop 





KE-2—D Handle Eastern Pattern 
or Locomotive Scoop 





KGPL-2—Long Handle 
General Purpose Shovel 





NEW AND COMPLETE LINE OF USS 


FGS—Floral Shovels 
Socket Shank Pattern 








#, 


SLS—Long Handle, Square Point 


SLR—Long Handle, Round Point 


FEATHERWEIGHT 


PDS—D Handle, 
Square Point 














... PRICED FOR PROFIT...WITH 





——s 
— 
aa 


EF-10—Ensilage or Barn Fork 








RE-30—Lawn Edger 
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NOW “‘GOLDEN GRAIN” IS A COMPLETE LINE... 
and no tougher, sturdier or handsomer tools are 
being made. Yet they’re competitively priced — and 
they bear the label on steel that sells. What’s more, 
if you don’t see the model you want here, let us 
know. Plenty of other types and sizes are available. 


Order from your hardware or nursery jobber now. 
Our huge Western stocks can mean same week 
delivery anywhere in the West. 
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LOCK SOCKET SHOVELS AND SPADES 


x 


SD-18—D Handle Ditch 3SLR—Socket Shank Shovel & 3SLS—Socket Shank Shovel & LS-314—Floral Shovels 
or Post Spades Spade, Long Handle, Round Point | Spade, Long Handle, Square Point Socket Shank Pattern 




















DARE BUY TILL YOU SEE THE 


LAWNCOMB LAWN AND SHRUBBERY RAKES WITH REPLACEABLE TEETH 


ff 


y 


V4 


of 


LF-36—Leafcomb LC-24—Lawncomb $C-4—Shrubcomb GC 18—Grasscomb 

















GOLDEN GRAIN GARDEN TOOLS 


SHOVELS AND SPADES 


PLS—Long Handle, Square Point PDR—D Handle, PLR—Long Handle, Round Point PILR-2—Long Handle 
Round Point irrigating Shovels 


THE LABEL THAT SELLS ITSELF 


USS is a registered trademark 























+) 
PLEASE DROP BY OUR BOOTH at the California ey, 


Retail Hardware Association show in San Francisco, 
February 12 to 14, and the Pacific Southwest Hard- : 
ware Association show in Los Angeles, February 19 United = Steel Products 
to 21. If there’s a way we haven't thought of to help Division 0 

you sell more for more profit, tell us about it. We United States Steel 


are constantly looking for new ways to help you. 5100 Santa Fe Ave., Los Angeles, Calif. « 1849 Oak St., Alameda, Calif. 
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ATTRACTIVE EXTERIOR OF STORE WHICH 


HAS TWO ENTRANCES PLUS AMPLE WINDOW SPACE. 


Sunday Opening is One of Six Customer Services 


Eddy Hardware 
Albuquerque, New Mexico 


PERSONAL INTEREST in cus- 
tomers pays off for Eddy Hard- 
ware, 108 Wyoming S E, in Albu- 
querque, N. M. 

Owner R. A. Farley uses several 
features to appeal to prospects and 
customers. They are: (1) Sunday 
opening from 8 A.M. to 5 P.M., 
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(2) assemblying items for display, 
(3) stocking the unusual and the 
hard-to-find, (4) offering complete- 
ness of stock (5) displaying items 
in vogue in the air to catch eye, 
(6) bagging toys to bag sales, and 
promoting sidelines. 
Owner-manager Farley says of 
his Sunday store hours: ‘We do 
this for people who work all day 
Saturday and who have no time to 
shop at any time during the week, 


except Sunday. Sunday is one of 
our biggest days. We use three 
salespeople. On Sunday we sell 
more toys and gifts than on any 
other day. 

“People like to browse. Couples 
have more time to be together on 
a Sunday. This lends itself to 
browsing in our store... and 
sales,” he says. 

Eddy Hardware illustrates the 
merchandising premise of: “It takes 
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Dealer Goes to "Air'' for Special Displays . . . Families Do More 
Browsing on Sunday and Impulse Sales Are Stimulated . . . Em- 


ployees Bag Toys During Slow Part of Day 


a little of everything to add up to 
a sizable volume.”’ Under this cate- 
gory is the kerosene lamp depart- 
ment. Farley and his staff assemble 
kerosene lamps and price them as 
a unit to sell for $2.15. ‘‘They are 
excellent as gifts,’’ he observes. 

Putting the lamps together and 
displaying them in the window 
year around has increased sales five 
times over those of the previous 
year. Eddy Hardware finds people 
express surprise that the lamps are 
still being made. Customers buy 
them for conversation pieces. They 
are popular with tourists. 








* 


SEWING AID SECTION is popular with women shoppers. 


Used as a sideline, section produces impulse sales. 
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Another illustration of the wide 
stock is the complete line of stove 
pipes. Components carried include 
dampers, draft controls, wood 
stoves, and all related needs. Owner 
Farley has an outlet for these goods 
from hunters in the nearby Sandia 
Mountains. The mountainous re- 
gion boasts 600 cabins. 

The inventory of bolts and screws 
at Eddy Hardware is one of the 
largest in the state. It is a proven 
traffic-getter and ideal for the do- 
it-yourselfer. 

Farley is a merchant very alert 


to eye-appeal and good psychology 
on the part of customers. He is 
justly proud of his ‘“overhead’”’ 
selling. Wires are strung from one 
side of the store to the other, and 
about 10 feet from the floor. These 
overhead wires are used to display 
items such as inflated rubber toys, 
plastic goods, and similar light- 
weight goods. 

“This is the only way we can 
sell them,” reflects Farley. “It is a 
wonderful space-saver and gives a 
gay atmosphere in the store. We 
sell inflated rubber toys, for in- 
stance, right off the wires.” 


PACKAGING toys in plastic bags is done by store 


personnel during slow hours. 
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Sidelines Offset Slowdowns 

Employing every available inch 
of floor, counter, and wall area for 
display is a policy carried through- 
out Eddy Hardware. In this con- 
nection Farley says: ‘I have been 
in hardware merchandising 22 
years. Methods are changing. A 
dealer must keep up with them to 
stay in business. One of the things 
he must do is carry sidelines to 
offset the inroads made by dealers 
who handle hardware as a sideline.” 

Thus, Eddy Hardware has a stock 
of sewing aids, used to attract wo- 
men shoppers. Records show wo- 
men usually buy something else 
when shopping the sewing aid sec- 
tion. This is in line with the month- 
in, month-out selling in the store 
that show one-third of all sales are 
impulse type. 

All goods are presented on open 
display at this flourishing New 
Mexico store. 


Employees Bag Toys 

Toys are a year around, large 
department in Farley’s operation. 
He comments: “We had a lot of 
trouble with toys due to breakage 
from handling and loss from pil- 
fering. I bought 2000 plastic bags. 
All toys, from 25 cents and up, are 
either bagged or wrapped. It has 
done wonders. We bag toys when 
we have nothing else to do.” 

Many women buyers show their 
appreciation of this new treatment 
of toys. The comment: “The toys 
are clean and sanitary when in 
plastic bags. We like it this way.” 

Merchandiser Farley constantly 
searches trade magazines for mer- 
chandising ideas. One idea was the 
use of slips to record rentals. “We 
copied it right down the line,” notes 
Farley, “and it helps. We avoid 
lawsuits in case of any injury from 
renta! tools, etc. We keep copies of 
all rentals for four years.” 

R. A. Farley has definite ideas 
about the value of self-service in 
a hardware store. “If you work 
into self-service gradually, instead 
of overnight,” he insists, “it will 
work.” 

Eddy Hardware launched into 
self-service in 1959. The firm is 
now 40 per cent self-service. The 

(Continued on Page 57) 
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RUBBER TOYS are inflated and strung on wire running overhead from one 
side of store to the other. 


\ 


1 
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UP IN THE AIR are these two items. Outdoor clothes dryer and tire rack 
are set on top of gondola. 


PEGBOARD WALL SECTION uses small partitions to make separate units 
for each display along entire wall. 
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PRICE MARKING is very important for an effective self- 
service setup according to Wilbur Peters, owner of Peters 
He also favors packaged hardware items 
and small nails shown in special racks at 


Hardware. 


such as tacks 


right. 


NAILS ARE PRE-PACKAGED in polyethylene bags by 
store employees during slack hours. They are weighed 
out in one- and two-pound lots on scale at right and 
hung on Peg Board display on bulk nail counter. Sizes 


and type appear on labels. 


Dealer Solves Two-Fold Problem 


Eastern Washington Store Uses Advertising and Premiums to Bring in 


Prospects .. . Features Pre-packaged Items, Pricing and Manufacturers’ 


Display Materials and Fixtures to Stimulate In-store Sales 


A TWO-FOLD PROBLEM faces 
a hardware dealer, according to 
the thinking of William S. Peters, 
founder of Peters Hardware in 
Opportunity, Wash. 

The first problem is to build sales 
or to attract prospects. The second 
is to keep these prospects return- 
ing and to buy as much of their 
hardware needs in his store as 
possible. 

Advertising and premium stim- 
ulators along with an attractive 
looking store helps to bring in 
prospects. Once they are in the 
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Peters Hardware 
Opportunity, Wash. 


modern store, full product display, 
special point-of-sale material, and 
pricing help to create more pur- 
chasing per person. 


Store is Remodeled 
Twice in Two Years 


In 1946, founder Peters took 
his son Wilbur H. Peters in with 
him as a parter. They operated 
the store together in the old-fash- 
ioned way until 1954, twentieth 
anniversary of the business. Then, 
they gave the store a “complete” 
remodeling job .. . new wall shelv- 


ing and island displays, new floor, 
new lighting . . . the works. 

“It worked, too,” says Wilbur 
Peters, now active manager. “The 
very first year, we had a sales in- 
crease of 25 per cent. We also 
added 15 feet to the back of the 
sales area, making a sales room 
50 x 75 feet in size. 

“This was real fine, with one 
reservation: our operating costs 
were still higher than they should 
be. This, even though we were set 
up so customers could very easily 
serve themselves.” 
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A COLORFUL MOBILE, supplied by 
paint manufacturer, leads customers 
to paint department. Other signs in 
store also help sales. 
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Two years after remodeling, 
Peters Hardware remodeled a sec- 
ond time. This was not so drastic, 
and consisted primarily of re- 
arrangement of fixtures plus in- 
troduction of new methods of 
handling inventory and sales. 

This change enabled the owners 
to reduce their working staff by 
one full-time employee. 

Today, Peters Hardware grosses 
approximately $150,000 a year. It 
has a working staff that is the 
equivalent of four full-time employ- 
ees including Wilbur Peters as 
manager, and his father. The lat- 
ter now works about half time as 
management consultant and sales- 
man. 

“For the time being at least, we 
have a satisfactory sales volume 
for a store in an unincorporated 
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community like Opportunity, on the 
outskirts of Spokane, a city of 
190,000. We also have an efficient 
operation, thanks to self-service,” 
the manager says. 


Advertising Attracts Customers 


A continuing problem in any 
hardware store, no matter how 
well displayed is to bring people 
into the store in the first place. 
To do this, Mr. Peters spends 214 
per cent of gross sales on adver- 
tising. One-third of this goes into 
newspapers, one-sixth into radio, 
one-sixth into handbills, and one- 
third to the local welcome service. 


Premiums Bring in Newcomers 


“This welcome service has been 
a good medium for us. One reason 
why it has been effective is the 


STORE IS PACKED with manufac- 
turers’ point-of-sale signs, special dis- 
play racks and fixtures. This helps 
raise average sales per person. 


premium we give to newcomers to 
the area,” Peters says. 

“Since this is a suburban area, 
everyone has a rural mail box. We 
give each person who brings the 
coupon into the store, his name in 
letters for his mail box. It’s a 
very popular gift, and people must 
come into the store twice—first to 
order it, next to get it. 

“This premium costs us approxi- 
mately one dollar each. But it 
brings in approximately 500 persons 
a year, which means 1,000 people 
coming into our store in that time, 
in terms of foot traffic. And these 
are newcomers whom we might 
not otherwise attract.” 

The second modernization pro- 
gram converted the store to a full 
scale self-service operation. This 
has helped to back up the adver- 
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tising and other means of getting 
people into the store by encour- 
aging them to buy as much of their 
hard goods needs as possible. 

As is usual in this type of store 
the check-out counter has been 
placed near the front of the store. 
It is operated by a woman em- 
ployee. She also helps to take care 
of the housewares-giftwares sec- 
tion. 


Service is Important 


Wilbur Peters does not hope to 
teach every customer to wait on 
himself. He estimates that fewer 
than half of his customers serve 
themselves for all their needs. 
However, a man will often find his 
first three items himself, then ask 
for help on the fourth. The fact 
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DEPTH AND VARIETY make house- 
wares wall section attractive to cus- 
tomers. Owner sees to it that all 
items with informative and colorful 
labels are displayed so that cus- 
tomers can see them. Large items 
such as hampers and garbage cans, 
are shown above cornice. 
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that he waited on himself for the 
first three items represents a sav- 
ing in labor costs to the store. 
Different departments take vary- 
ing degrees of service. In house- 
wares and gift ware, most custom- 
ers serve themselves. If Peters 
sees a man in builders hardware, 
he will leave him alone unless the 
customer shows signs of needing 
help. If he sees a woman in that 
department, he goes right over to 
offer assistance. Anyone in the 
paint department gets sales as- 
sistance without asking for it. 
The essence of self-service, he 
points out, is price-marking every- 
thing that can possibly be handled 
that way. With small items, the 
owner is partial to those pre-packed 
by the manufacturer or supplier. 


Packaging Helps Stimulate Sales 


The store even pre-packages the 
more popular sizes of nails. In- 
stead of putting them into paper 
sacks, however, Peters Hardware 
puts them up in transparent poly- 
ethylene sacks with a cardboard 
top with the store’s name across 
the top. Nails are all visible and 
the package is attractive. They are 
put up in one-half to two-pound 
packages, depending on size. 


Pricing is Key to Self-Service 


A price-marking machine costing 
$100 has been one of the best in- 
vestments, the owner says. He 
uses this on everything that will 


(Continued on Page 56) 


THIS DISPLAY separates the men 
from the women. It is well stocked 
with a variety of merchandise that 
would make any homeowner stop and 
browse if he has the time. Impulse 
sales runs high in this section, with 
the help of point-of-sale signs and 
special display units. 
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SHAMPOOING RUGS is easy with rental machine that co-owner Earl Mead 


demonstrates to rental customer prospect. 


PLUMBING SUPPLIES are displayed on special unit. Tools to install any 
of the items are available on rental basis. 





Big Dividends 


Belmont Hardware 
Pueblo, Colorado 


A $200 INVESTMENT in rental 
tools is returning $30 a week in 
store-wide sales for Belmont Hard- 
ware at Pueblo, Colo. 

“The major portion of our in- 
vestment it has paid for itself 
within two months,” revealed Earl 
Mead who is co-owner with Robert 
Evans, of the 20x92 ft. hardware 
store in the new Belmont Shopping 
Center. 

When they opened their store a 
year ago, Bob and Earl decided to 
draw their customers by offering 
various services. 

The first need for most of the 
new home-owners in the surround- 
ing area is for garden and lawn 
tools. It is a well known fact that 
new home buyers are generally 
hard-pressed for finances. Thus 
renting tools they reasoned, would 
automatically draw new homeown- 
ers to their store. 


Rentals Help Equipment Sales 


This rental department, on the 
other hand, has in no way impaired 
sales of these items. 

‘We feel it has encouraged sales,” 
informed Earl. ‘‘Customers become 
accustomed to the conveniences of 
this equipment and soon they are 
tempted to buy. We need only to 
look at our records to see how well 
this works out.” 

Lawn mowers, which are rented 
at the rate of $1 per hour, resulted 
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In Renting Nearly Every Kind of Tool 


Renting Everything from a Tiller to Screwdrivers Nets Profits and 
New Customers . . . Renting Tools Also Pays Dividends as a 
Word-of-Mouth Advertising Medium for Shopping Center Hard- 


ware Store 


in two sales almost immediately 
after their initial use. 

Buffer waxers, which rent for 75 
cents a day, have been placed with 
new owners in more than a half- 
dozen cases. Considering they re- 
tail at $29.95 each, their rental has 
led to a total of more than $175 in 
sales. 


Rentals Help Supply Sales 


“Besides the rental we generally 
always sell from $1 to $3 of wax 
and rug shampoo to each customer 
using the equipment.” 

Lawn mowers, renting for $1.50 
per day, are partly responsible for 
the store’s high volume in lawn 
seed and has set up Belmont Hard- 
ware as one of Scott’s highest re- 
tailers in southern Colorado. 

“It’s rather surprising how much 
plumbing business arises from a 
new residential area,” added Bob. 
“There are always leaky faucets to 
be fixed or families who decide they 
need water pipes for an additional 
room. All this calls for miscellane- 
ous plumbing items which we stock 
and promote by encouraging the 
use of pipe wrenches and other 
necessary tools for a small fee.” 

In a city the size of Pueblo (120,- 
000 pop.), Belmont Hardware be- 
lieves this rental department is one 
of their best advertising mediums. 

(Continued on Page 57) 
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STOCK OF RENTAL ITEMS (representing major items most in demand): 


(item) (rate) 

small tillers .50 per hour 

lawn rollers .50 per day or $1 for half-day 

aerator ; day or $1 for half-day 

vibrator sander day 

portable electric saw oO day 

14,” drills ce - day 

4,” drills e day 

rug applicators ‘ day 

buffers & waxers 75 day (if customer wants 
to scrub with it, he rents a coarse brush for an additional 25¢ 
per day) 

pipe wrenches .25 per day each 

lawn mowers 1.00 per hour 


Misc. tools, such as braces, bits, screwdrivers, hammers, etc. are rented 
for 25¢ per day each. 





HOME REPAIR PROJECT is discussed with customer by partner Robert Evans 
(right). Items sold will include tool rentals. 
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WATERFALL surrounded by luxuriant foliage and driftwood help highlight 


the store's newest selling aid, a solarium. 


DETAILS of construction of patio built-in barbecue are given by Ted Giubbini 
to prospective customers. 


“Brainstorm” 


SANTA CRUZ, the seaside and 
mountain resort area 75 miles 
south of San Francisco, has been 
having a boom in patio construc- 
tion. 

It seemed to E. M. “Ted” Giub- 
bini that everyone, or nearly every- 
one, was enjoying the profits that 
were being made from this new 
mode of life. 

Ted’s store, Eastside Hardware 
and Building Supply, didn’t seem to 
be bringing in the share of outdoor 
living trade he thought it should 
be getting. 

As Ted was wondering whether a 
change in advertising or perhaps a 
display of some sort would solve 
his problem, he got what he calls 
his brainstorm. 

The backyard of his home is di- 
rectly behind the store. Why not 
build a patio there? It would serve 
to show his customers, in actual 
use, Eastside’s outdoor living mer- 
chandise. 

A long patio was constructed 
across the back of Ted’s lot. A 
waist-high planter wall was made 
from California Art Stone’s imita- 
tion flagstone that outlined the 12 
by 38 foot area. 

At one end a built-in barbecue 
was constructed of the same ma- 
terial. A sink was installed to the 
right of the barbecue. 

Redwood framing was put up and 
the patio was roofed with corru- 
gated fiber glass panels. Two red- 


HARDWARE WORLD 





Creates Deluxe Outdoor Display 


Dealer Transforms Backyard Into Luxuriant Set- 
ting for Outdoor Living Merchandise . . . Com- 
plete Patio and Solarium Up Sales in All 
Departments of Store 


Eastside Hardware and Building Supply 
Santa Cruz, California 


wood picnic tables were set up in 
the patio. Hanging redwood plant- 
ers were suspended from the roof. 
Cost of these materials was $300. 

Ted’s wife’s hobby of gardening 
was put to good use when the patio 
was completed. Mrs. Giubbini filled 
the planter wall and the hanging 
baskets with a selection of foliage 
and flowers. 


Ads Brought Lookers and Buyers 


Advertising and some good pub- 
licity from a feature story in the 
local newspaper got the display 
known to the public. As customers 
visited the patio they came away 
impressed. They told their friends 
so that word-of-mouth was added 
to the advertising impact. 

The effect on his business was 
much better than Ted Giubbini had 
anticipated. Not only did sales 
climb in outdoor living merchan- 
dise, but the public’s response has 
created a side effect. Sales in all 
departments rose. 

A curious thing that Ted has 
noticed since he built the patio 
three years ago is that sales of 
patio materials, equipment, and ac- 
cessories seem to have become un- 
seasonal. Although Santa Cruz is 
temperate in climate, the seasons 
are marked enough to discourage 
residents from enjoying summer 
activities in winter. His sales rec- 
ords show however, that’ the 
purchases of outdoor living mer- 
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chandise stay high, be it summer, 
winter, spring or fall. 


rear of Ted’s house. A large win- 
dow forms the east wall, and 
furnishes a nice view of the patio. 
Glass doors lead out into the gar- 
den from the north wall. Imitation 
flagstone was used for exterior 
trim. The solarium is roofed with 
sautern colored fiber glass. 

Main furnishings for the solar- 
ium consist of a waterfall, wrought 
iron table and chairs and a large 
plant rack. Mrs. Giubbini selected 

(Continued on Page 57) 


Another “Brainstorm” 


Recently Ted had another of his 
brainstorms. Because of the ex- 
cellent selling job that the patio 
was doing he decided that he could 
demonstrate to his customers an- 
other nice facet of modern living. 
He built a solarium. 

A small room was added to the 
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DEMONSTRA- 
TION of barbe- 
cues takes place 
in store by Giub- 
bini and pros- 
pect. Giubbini 
follows up with 
sales talk after 
prospect has 
seen the patio 
and solarium. 





Showcase on Casters for Window Displays 


Movable Window Display Lets Dealer Trim 
Windows More Often to Help Increase Traffic 
. .. Double-Duty Display has Wallpaper Display 
on Back of Case with Storage Below . . . Cost 
of Unit—$25.00 


R. C. Paint Store 
Oceanside, Calif. 


AN EFFECTIVE SHOW WINDOW is one of a 
hardware and paint store’s most valuable assets, Miss 
R. C. Coates believes. She is owner of the R. C. Paint 
Store, Oceanside, California. 
WINDOW-HIGH UNIT rolls away from window to make 
easy change in display. Show case is less than full window 
height to allow light to enter. 


“And by effective,” she says, “I mean a window 
that is changed often, and never allowed to become 
so familiar to passersby that they no longer bother 
to cast a glance your way. From our experience we’ve 
found that it’s not so important what you show, but 
how many different ways you can show your mer- 
chandise from time to time.” 


Accordingly, Miss Coates was prompted to develop 
a system which would allow her to make window 
changes frequently, and with a minimum of troubled 
effort. She accomplished this with what she likes to 
call her “showcase on casters.” 





The portable showcase at this Oceanside store 
stands six feet and measures 18 inches deep. Fibre- 
board backing makes up the rear of the showcase. 
The upper portion is given over to displaying wall- 
paper patterns. The lower area serves as storage 
space for wallpapering supplies. 


“The size of the showcase is, of course, arbitrary,” 
Miss Coates points out. “It depends on the size of 
the window it is to cover.” 


The advantages of such an arrangement would 
prove a benefit wherever applied, regardless of the 
size of a store’s windows, Miss Coates believes. 


“To begin with,” she explains, “getting in and out 
of a window while dressing it is usually something 
of a chore, at least for me. Then there’s the matter 
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“WET PAINT FOR SALE" sign has been responsible for many comments. 
Signs serves as trade symbol in all newspaper ads. Movable show case is 


in right section of window. 


of innumerable trips to the outside of the ‘store to 
check the perspective of the job you are doing.” 


With their present system, the R. C. Paint Store 
needs only to unlatch the two hook and eyes at op- 
posite ends of the showcase which hold it firmly in 
place against the wall. It is then rolled back to a 
position where window arrangements can be made 
conveniently. 


“We also found from some experiments,” Miss 
Coates goes on to say, “that by building the show- 
case fixture approximately two feet short of the win- 
dow height, we still receive a good amount of natural 
light to illuminate the store during daytime.” 

What was the cost of developing such an idea? 

“Quite inexpensive,” says the dealer, “When you 
consider the ease of dressing a window as often as 
you like—in our case at least once each month—plus 
the added advantage of a rear-showcase display and 
storage space, the $25.00 outlay seems small.” 

As a follow-through, it was only natural that Miss 
Coates should come up with a single panel window 
idea designed to attract additional attention from 
street traffic. 

She did this by having one section of her display 
window decorated with a multi-colored bit of whimsy 
which read simply: WET PAINT FOR SALE. 

Now when residents of this California city think 
of paint and accessory needs, chances are they'll 
remember the R. C. Store—where “wet paint” is sold. 

Owner Coates’ decision to try this idea was based 
on the assumption that the idea would have some 
novelty appeal. She didn’t suspect however that the 
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humor would become so well-known to customers 
in her area that it would eventually be used as a trade 
symbol in all her newspaper ads. 

“As I recall,’”” Miss Coates comments, “I first saw 
the idea in a magazine cartoon. It struck me that it 
might have some value in a real-life situation, so I 
went ahead on an impulse. Today, we receive many 
comments on our WET PAINT sale—usually from 
customers who claim they saw the sign while driving 
by, then remembered our store when they needed 
various items.” 


BACK OF SHOW CASE doubles as wallpaper display 
and storage area. Cost of fixture was $25.00. 





EXTERIOR OF BUSY STORE shows edge of marquee prepared for installa- 
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tion of additional sign. Store front has room for sidewalk selling by being 
set back from property line. 


Year Round Ad Program Gets Results 


Coast To Coast Hardware 
Moses Lake, Wash. 


ONE BIG PROMOTION can be 
effective and, as in the case of 
store openings, it can be the logical 
promotional approach. If relied 
on too exclusively, however, there 
may be a long sales drouth between 
promotions. 

As far as Charles P. (Chuck) 
Edwards is concerned, a program 
of sustained promotion gives best 
results most of the time. And Ed- 
wards does not skimp on his pro- 
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Dealer Uses Three Per Cent of Gross Sales for Advertising Pro- 


gram . 


. . Direct Mail Promotion is Backed Up with Newspaper 


and Radio Advertising . . . Promotion Helps Dealer Get Inven- 
tory Turnover Four Times Each Year on More than $30,000 Stock. 


motional budget. He spends over 
three per cent of gross sales on 
advertising throughout the year. 

It has been a productive three 
per cent. Since he opened his 
Coast To Coast Stores outlet in 
Moses Lake, Wash., in 1953, owner 
Edwards has more than doubled 
sales by comparsion with his first 
full year in business. Moses Lake 
is an eastern Washington town 
with a population of about 11,500. 


In a store of only 35 x 65 feet 
of sales area, the owner main- 
tains an inventory of $30,000 to 
$35,000, which he turns about four 
times a year. Present volume re- 
quires two full-time employees most 
of the year, plus a third during the 
last three months. Mrs. Edwards 
works part-time. 

He has a somewhat special ad- 
vertising problem at Moses Lake, 
Edwards admits. 
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“A substantial percentage of the 
population here are military per- 
sonnel or civilian employees of 
Larson Air Force Base,” he ex- 
plains. ‘“‘These people may live 
here only a year or two and are 
then replaced by newcomers. 

“This means that we have a 
larger than average turnover of 
customers. We cannot, as some 
dealers can, build up a following 
of steady customers who we can 
expect will trade with us for the 
next 20 years. We have to keep 
advertising to attract the new ones, 
if we expect to even hold our own.” 

Edwards has another good rea- 
son for advertising. Since there 
are no other Coast To Coast stores 
in the surrounding communities, 
he directs his advertising to reach 
these out of town residents as well. 

As the largest community of 
this area, the Moses Lake business 
district attracts a number of these 
people for certain shopping needs. 


Three Types of Advertising 


Edwards is able to produce the 
sustained promotional effect that 
he is after, by combining skillfully 
several advertising media. The 
principal medium is the printed 
mailing brochures or catalogs pre- 
pared by the Coast To Coast or- 
ganization. 

“We send out seven of these pro- 
motional pieces every year. Four 
of these are catalogs of 48 pages, 
the others are in the form of tab- 
loid newspapers of 16 pages each,” 
he says. 

“The supplier leaves it to the 
dealer to decide when to put these 
items on sale, when to mail the 
catalogs, and how long he should 
maintain the promotion. This is 
a real advantage to us in our 
situation.” 

In his store, Edwards will ex- 
tend one of these promotions over 
approximately a four week period. 
The first week, he mails his cat- 
alogs to residents of the Moses 
Lake area only. The second week, 
he mails to out of town people. 
The third week, he advertises 
those same specials using news- 
paper and radio. On the radio, he 
takes about four spot commercials 
a day for the last four days of 
the week. 

“By ‘staggering’ the local and 
out of town mailings, we distribute 
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RIGHT REAR of store has power tools and hand tools in foregrou 


ing goods are displayed in back of tools. 
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LEFT SIDE OF STORE has housewares displayed on wall section and gon- 


dolas. Center gondola has garden items. 


HARDWARE DEALER Charles P. (Chuck) Edwards che 


his well-stocked store. Annual turnover is four times. 


cks the inventory in 
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the store traffic that the promo- 
tion attracts, much more evenly 
than we would if we sent all mail- 
ings out at one time,” he says. 
“The purpose of the newspaper 
and radio advertising is to give 
that promotion an additional shot 
in the arm. It reminds people of 
the promotion and makes our mail- 
ings even more effective.” 

The owner estimates that ap- 
proximately 75 per cent of his 
sales volume originates with local 
people. The 25 per cent that he 
attracts from out of town may be 
a minor part of the total. But it’s 
a sales minority that boosts his 
operation from the mediocre to 
the above average category. 


Inventory Control Necessary 


The owner has had to work hard 
at the job of inventory manage- 
ment as well. He was under-cap- 
italized at the start, he says, and 
went into business with $10,000 
worth of fixtures and an inventory 
of only $12,000. 

He carries the 11 regular major 
departments of Coast To Coast 
Stores, and buys 80 to 85 per cent 
of his merchandise from them. 

The 15 to 20 per cent additional 
merchandise that he carries is a 
crucial part of his inventory. It 
serves to widen greatly his lines 
and includes a number of compara- 
tively slow moving items. 

He has deliberately sought to 
acquire the reputation in town 
that “if they don’t have it at Coast 
To Coast, you can’t get it any- 
where.” To do this, he has to carry 
a number of items that turn more 
slowly than average. He selects 
such items carefully, though, to 
make sure they do not over-balance 
his inventory. 

His main supplier’s warehouse is 
in Portland, Oregon, about 200 
miles away. Edwards orders reg- 
ularly three times a week: on 
Tuesday, Thursday, and Saturday. 
Merchandise is normally received 
within six days after ordering. For 
freight cost reasons, he makes up 
orders to weigh at least 100 pounds. 

By ordering this way instead of 
just once a week, he finds he can 
handle the stock more easily and 
efficiently. This also makes it pos- 
sible for his wholesaler to ship 
immediately when his orders come 
in, € 
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REMINDER SIGNS spotted throughout store get cus- 
tomers to buy items which they did not buy before. 


Reminder Signs Move Goods 


Fletcher Hills Hardware 
El Cajon, Calif. 


EFFECTIVE MERCHANDIS- 
ING needn’t always be found in 
the form of some extravaganza. 

Consider James E. Claubaugh’s 
“Silent Salesmen” which have prov- 
ed so valuable as sales aids in mov- 
ing pressure cooker parts and 
vacuum cleaner bags at his El 
Cajon, Calif., Fletcher Hills Hard- 
ware store. 

The “Silent Salesmen” aids are 
simply two announcements mount- 
ed on wood blocks on his checkout 
counter, which read: 

Yes, We Have 
Cooker Parts; and 

Need Bags for Your Vacuum 
Cleaner? Get a Package While You 
Think of It.” 

“There’s no question” says 
Claubaugh, “that these miniature 
selling agents have meant extra 
sales for us. For example, we al- 
ways had a moderate number of 
sales of vacuum cleaner bags. But 
there were many customers who 
had been in the store dozens of 
times, and didn’t know we carried 
a variety of the bags. Presently 
our sales have risen 75 packages 


. Pressure 


a month, at $1.00 per unit.” 
Claubaugh explains that many 
people still don’t expect to find 
many items in their neighborhood 
hardware dealer’s inventory. 
“For instance,” he points out, 
“there’s an appliance store close 
by our business, and we know that 
customers were buying their ap- 
pliance accessory needs there. It 
just never occurred to them to 
ask us for these accessory items. 
Now, due largely to our counter 
reminders and signs we _ spot 
throughout the store, we gain some 
of that business that was formerly 
lost to us.” 
Another case in point is the 
dealer’s pressure cooker parts line. 
“We sell between 20 and 30 pres- 
sure gaskets each month” he says. 
“And while that may not sound like 
a lot it’s a 100 per cent improve- 
ment over former sales of gaskets 
—which used to be zero!” 
Perhaps even more important 
than immediate sales realized are 
the calls Fletcher Hills Hardware 
is getting for other items such as 
lids, pressure gages, and safety 
caps. * 
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Wholesaler's Salesmen Go to 


College’ 


Special Housewares ''College of Product Knowl- 


edge’ Held For Wholesaler's Salesmen in San 


Francisco . . . Six Classrooms Held Sessions All 
Day ... "Students'’ Took Tests and Received 
Diplomas at Manufacturers Reception 


A ONE-DAY COLLEGE was 
held on the opening day of a re- 
cent three-day sales meeting for 
the sales staff of Dunham, Carrigan 
& Hayden in San Francisco. 

Dolph Zapfel, secretary of the 
National Housewares Manufactur- 
ers Association, sponsors of the na- 
tional housewares exhibit in Chi- 
cago, was the featured speaker at 
a special early morning breakfast 
before “school” started. 

The San Francisco Mayor, George 
Christopher, was also present at 
the breakfast and gave Mr. Zapfel 
the key to the city, as well as wel- 


coming the Dunham sales organi- 
zation. 

The 53 sales representatives were 
broken up into six groups and at- 
tended hour-long sessions. At the 
end of the day they were given a 
45-minute examination. All gradu- 
ated and received diplomas at a 
special manufacturers reception in 
the evening. 

The classes, called ‘College of 
Products Knowledge” were taught 
by representatives of Rubbermaid, 
Inc., Wear-Ever Aluminum, Inc., 
Ekco Products Co., Shetland Co., 
Inc., Puritron Corp., Revere Cop- 


DUNHAM'S "COLLEGE OF PRODUCT KNOWLEDGE" is all set to go to 
work teaching the wholesaler's salesmen. Front row (from left to right): 
Armand Schwartz, Dunham's houeswares buyer; Charles Lutz, Dunham's 
sales manager, shaking hands with Dolph Zapfel, secretary of the National 
Housewores Manufacturers Association; and Curtis Hayden, Jr., vice presi- 
dent of Dunham. Professors in the back row are: Harold Johnson, Rubber- 
maid, Inc.; Carleton Bryant, representing Shetland Co., Inc. and Puritron 
Corp.; Robert Huxtable, Harmilton-Cosco, Inc.; Don Sichel, Ekco Products 
Co.; and Glen Deardorff, Wear-Ever Aluminum, Inc. 
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per & Brass, Inc., and Hamilton 
Cosco, Inc. 

The salesmen were welcomed at 
breakfast by Charles Lutz, sales 
manager, and Curtis Hayden, Jr., 
vice-president of Dunham, Carrigan 
& Hayden. Ben Halliday, former 
sales manger, came out of retire- 
ment to be one of the breakfast 
guests. 

“Dean” of the housewares col- 
lege was Armand Schwartz, house- 
wares buyer for the wholesale firm. 
He believed that such _ sessions 
would give their salesman an op- 
portunity to increase housewares 
sales immediately and to pass on 
such knowledge gained to their 
dealer customers. 


Zapfel Challenges Salesmen 

Zapfel in his address challenged 
the wholesalers to help retailers 
grow with the rate of growth ex- 
pected in the housewares field. 
Housewares now have sales of $5 
billion annually. He predicted that 
this would be increased to $10 
billion by 1970. 

He pointed out that the rapidly 
growing housewares industry has 
been helped by beauty. The beauty 
of housewares has also helped to 
beautify modern hardware stores. 

He believes that the concept of 
a hardware store has changed 
radically in the last few years. 
In fact he advocated that they 
should actually be called “home- 
ware stores” to be all-inclusive. 

He also urged the salesmen to 
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SCHOOL STARTED with an early breakfast (photo at 


left), At the head table starting with Don Sichel (in 
mortarboard), Ekco Products Co.; (from left to right] 
were San Francisco's Mayor George Christopher; Dolph 
Zapfel, secretary of National Housewares Manufacturers 
Association: Charles Lutz, sales manager of Dunham: 
Curtis Hayden, Jr., vice president of Dunham; Ben Halli- 
day, former sales manager of Dunham who came out of 
retirement for the breakfast. In foreground (from left 
to right) are Paris Kazee, assistant treasurer of Dunham; 


Robert Huxtable (in mortarboard), Hamilton-Cosco, Inc.; 
and Robert Brolan, manager data processing equipment. 
MERCHANDISING UNITS (center photo} for cookware 
are being explained by Glenn Deardorff, Wear-Ever 
Aluminum, Inc., at special session. 


WHOLESALER'S SALESMEN have been getting a re- 
fresher course on two items in their catalog from Carle- 
ton Bryant, representing Shetland Co., Inc. and Puritron 


try and get over the idea of quali- 
ty selling instead of price. This 
should also be the aim of the re- 
tail hardware dealer. 

Saturation is a long way off for 
most housewares and _ electric 
housewares items, according to 
Zapfel. As an example he po‘nted 
out that there are 24 million house- 


Corp. 


holds in America that do not own 
an electric fry pan. 

He welcomed Westerners to at- 
tend the National Housewares Ex- 
hibit in Chicago at the new home, 
McCormick Place. He _ expected 
about 400 buyers from the West. 
There was expected to be 45 manu- 
facturers exhibiting at the show 


from the West Coast. Most of these 
make plastic and outdoor living 
type of merchandise. 

The Summer Housewares Show 
will also be held at McCormick 
Place and is expected to take over 
as the show of the year in the near 
future, according to Zapfel. 





Dealer Gets Less Pilferage with Self-Service 


O. S. Stapley Co. 


Mesa, Ariz. 


THE POPULAR SUPPOSITION 
is that pilferage will automatically 
increase when a hardware store 
is placed on a self-service basis. 
The reverse is actually true, ac- 
cording to Tom Stapley, manager 
of O. S. Stapley Co., Mesa, Ariz. 

The big Stapley store has been 
operating in the same location 
since 1900. It featured the tradi- 
tional “service” type of operation 
until late in 1959 when Stapley 
went into typical super market 
self-service. 

Through the 59 years of service 
operations, it was felt that cus- 
tomers benefited by individual at- 
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tentions of salespeople who located 
the merchandise, demonstrated it, 
accepted payment, wrapped the 
item and turned it over to the 
counter. A central cashier, located 
more for the convenience of the 
salesmen than for customers was 
featured. 

Now, however, because the aver- 
age hardware customer “knows 
exactly what he wants when he 
comes in’ and because the store 
is handling thousands of additional 
items of small size, the Stapley 
store has eliminated the individ- 
ual-attention theme in favor of 
two cashier-check stands at the 
front of the store. Sales people 
are still available for individual 
help if the customer wishes. 

“We believe that our recently 


installed self-service system is a 
real advantage for many reasons,” 
Tom Stapley said. “As it is now, 
the salesmen no longer have the 
small, time-consuming chores to 
do that they once felt necessary. 
For one example, the salesmen no 
longer make up sales tickets, carry- 
ing around salesbooks for the pur- 
pose. Instead, the cashiers at the 
front of the store do the job auto- 
matically, simply by punching the 
proper keys on the cash register. 

“The customer who knows that 
he will not be immediately ap- 
proached by a salesman as soon 
as he comes in, is far more likely 
to enter in the first place. Custom- 
ers spend more time wandering 
from one department to another 

(Continued on Page 55) 
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profit potential for you = 
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NAT HILLS AT 400 


ELECTRIC HAND SAW 


Sell the WELLSAW 400 Every once in awhile a product comes along that 
for jobs like these... catches the imagination because it’s practical 
and it’s different. That’s what is happening with 

the Wellsaw 400. 


The Wellsaw 400 is a simple but tremendously 
effective idea in sawing. The user can quickly learn 
to do anything with it that he can do with a hand- 
saw. The Wellsaw 400 is well built. It features a 
husky 7 amp. motor, precision ball and needle 
bearings, heat treated helical gears—you can sell 
it with confidence. The Wellsaw 400 performs re- 
markably. 8” blade is all usable, cuts on in and 
out strokes with no whip, no kick, no pull. 


Start cashing in on the profit potential of the 
Wellsaw 400 right away. Write for full informa- 
tion or ask your wholesaler to place an order 


Cut Posts and Beams Saw Flush With Support for you 


WELLS MANUFACTURING CORPORATION 


SAW SPECIALISTS SINCE i925 
1465 SERVICE ROAD e THREE RIVERS, MICHIGAN 


For Details Circle 15 on INQUIRY CARD 
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Merchandising Aids 


Get More Sales With The Help Of é 
Selling Aids. For More Details 
On Merchandising Aids, Use The 


Inquiry Card On Page 49 


COMPLETE HOSE DISPLAY plus 
garden accessories. Three-sided re- 
volving rack is free with 82-piece 
assortment of repair couplings, 
mender kits, nozzles, etc. Display 
fits 142 ft. of counter space.—Melnor 
Industries, Inc. 
For Details Circle 160 on INQUIRY CARD 


GIFTWARE DISPLAY is designed 
to merchandise complete selection of 
Inland glass platters, casseroles and 
carafes. Made of corrugated board, 
it has the glamor of gold. Display 
is trimmed with gold railing and 
printed with pattern of gold on black 
and white.—Club Aluminum Prod- 
ucts Co. 
For Details Circle 161 on INQUIRY CARD 
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COMPACT RACK for merchandising 
spools of polypropylene rope. Multi- 
filament solid braided rope is avail- 
able in four sizes. Rack is less than 
24 in. high. Takes less than one sq. 
ft.—King Cotton Cordage 

For Details Circle 162 on INQUIRY CARD 
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COOKWARE CENTER is designed 
for fast stock turnover. Unit shows 
customers full line of products. Two 
units available. Large unit is 4 x 10 
ft. Smaller unit is 4 x 6 ft. Items 
displayed are “best-sellers.”—Wear- 
ever Aluminum, Inc. 
For Details Circle 163 on INQUIRY CARD 


TAPE DISPLAY of friction and 
vinyl electrical tapes for counter use. 
Tape is available in cartons or indi- 
vidual cellophane wrap on display 
ecards for rack.—American Biltrite 
Rubber Co. 

For Details Circle 164 on INQUIRY CARD 


BASIC TOOLS are displayed in slim 
hang-up rack. Two each of 21 basic 
tools and four wrenches are dis- 
played.—Fuller Tool Co., Inc. 

For Details Circle 165 on INQUIRY CARD 
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SELF-SELLING DISPLAY for 
store and sidewalk. Vinyl-clad fenc- 
ing shipped ready for use.—Gilbert 
& Bennett Mfg. Co. 

For Details Circle 166 on INQUIRY CARD 


FREE SEEDS with each pair of 
Green Thumb gloves. Shipper’ opens 
for display.—Edmont, Ine. 

For Details Circle 167 on INQUIRY CARD 
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STORE OPERATIONS 


YOUR SERVICE DEPARTMENT 
can keep tools safe with this Dodge 
Dart Tradesman pickup truck. Lock- 
able horizontal and vertical side com- 
partments keep valuable tools safe. 
The 1961 truck has 140 hp inclined 
engine.—Dodge Div., Chrysler Corp. 
For Details Circle 180 on INQUIRY CARD 





CIRCULAR DISPLAYER has five 
tiers. Base circle is 45-in. diameter. 
Top cap is 12-in. Shelves between 
top and bottom are adjustable. Frame 
alone at right, shown inverted, is 
available without shelves. — Aarco 
Company 

For Details Circle 181 on INQUIRY CARD 


AUTOMATIC CHECKSTAND is de- 
signed specifically for self-selection 
operations. Chec-ette features an 
automatic electronic eye which starts 
and stops conveyor. Cashier must 
ring item and slide it across divider 
bar. Choice of colors of units.— 
Almor Corporation 
For Details Circle 182 on INQUIRY CARD 





Coming in March... . 
Photos and Stories on Western 


Conventions and Shows 
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Solid Line! 


Le * Latest sales helps 
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TM Chain is the solid line from every point of view. > 
It includes all types and sizes of Welded, Weldless and 

Stamped Chain. It’s backed up by strong national ad- 

vertising ... finest packaging ... latest sales helps and 

87 years of chain-making experience. The result, chain 

sales you can’t afford to overlook—solid chain profits 

you really ought to investigate. Call your nearby whole- 

saler or write today! 


Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 
Chains e Animal Chains e All types of Weldiess and Stamped 


Chain e A full line of chain fittings and attachments. 
g 





BBB 4 2 T™ Chain 
Proof Coil in Salesmaker 
Tay-Pails 











Special Items 


Distinctive, 
in Poly Bags 


Easy-to-read 
Cartons 


aylor 


ade 
S.G. TAYLOR CHAIN CO., Inc. 


CHAIN 
1873 Hammond, Indiana 


WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California 
For Details Circle 16 on INQUIRY CARD 





GREENLEE 


HAND and 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements, Streamlines your 
inventory . . . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 











GREENLEE Z/P BIT 
WOOD BORING POWER BIT 


(Right) with exclusive nonslip 

hex shank . . . individually 

carded for pegboard and 
counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 





Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


‘4 
TOOLS FOR CRAFTSMEN 


GREENLEE TOOL CO. | 
GRE. LEE 1888 Columbia Avenue 
Rockford, Illinois 


For Details Circle 17 on INQUIRY CAR 
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POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 
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STORE OPERATIONS 


CUSTOM-CREATE your own special 
fixtures with Fixture-Ware modules. 
Can be easily assembled to any length 
without screws or bolts. L-shape and 
H-shape give wide range of designs. 
All units are interlocking. Available 
in decorator colors.—Kason Display 
Hardware, Inc. 
For Details Circle 183 on INQUIRY CARD 


COLOR-DECOR SELECTOR. Paper 
repreductions of laminated plastics 
are available. To be used when cus- 
tomers are buying counter or table 
tops, bathroom or paneled walls of 
laminated plastic. These paper sam- 
ples can be taken home for color- 
matching purposes. Laminated 
plastic prints are reproduced in a 
total of 270 color combinations and 
86 designs. No need for dealers to 
supply consumers with actual sam- 
ples of plastic laminated materials. 
—Micarta Division of Westinghouse 
Electric Corporation 
For Details Circle 175 on INQUIRY CARD 


SELF-SERVICE MERCHANDISE 
packaged on _ skin-plastic cards in- 
clude “Dazy” hollow wall anchors, 
toggle bolts, nail anchors, fiber plugs 
with screws, and “Dart” carbide 
masonry drills Complete installation 
instructions are printed on the re- 
verse side of the card.—Arro Expan- 
sion Bolt Company 
For Details Circle 176 on INQUIRY CARD 


SYNTHETIC FIBRE ROPE is rot 
resistant, acid and alkali resistant 
and floats on water. Merchandiser 
rack contains one spool each of 3/16, 
4, 5/16 and % in. diameter rope. 
Rack is free with initial order of 
four or more spools. The rack is 24 
in. high and takes up less than one 
square foot of counter or floor space. 
—King Cotton Cordage 
For Details Circle 177 on INQUIRY CARD 





CIRCLE THE NUMBER 


Use the Inquiry Card on Page 49 
in this issue to get more informa- 
tion on the items that interest 
you... Circle the number and drop 
the postage-free card in the mail 
box. 





HARDWARE WORLD 





FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 49 


COLORFUL HOUSEHOLD 
BRUSH LINE is described in cata- 
log sheets from Ox Fibre Brush Com- 
pany. The new color, Sandalwood 
has been added to pink and yellow as 
standard in Oxco’s 25 brushes in the 
household line. Catalog sheets #12 
and #25 contains description of 
brush merchandisers and details of 
all brushes carrying the new color. 

For Details Circle 200 on INQUIRY CARD 


COMPACT REFRIGERATOR 
BROCHURE has four pages. De- 
scribes four cubic foot capacity elec- 
tric refrigerator which is 34%” high 
and 23” wide. Manufactured by 
Marvel Industries, Inc., the refrig- 
erator can be used ideally in homes 
for playrooms, bars, patios or used 
in boats, cabins, ete. 

For Details Circle 201 on INQUIRY CARD 


“HOW TO PAINT” FOLDER gives 
customers step-by-step procedures in 
using exterior house paints. Dis- 
tributed by Benjamin Moore & Co., 
the folder starts with a check list of 
supplies. All information is clearly 
illustrated with photos. 

For Details Circle 202 on INQUIRY CARD 


“EQUIPMENT LEASING FACTS” 
from Armstrong Leasing Corp. gives 
answers to most questions regarding 
equipment leasing from a single ma- 
chine to a complete plant. Benefits, 
procedures and costs involved are cov- 
ered. 

For Details Circle 203 on INQUIRY CARD 


SHOVEL CATALOG from The 
Wood Shovel & Tool Co., is hand- 
some three-ring binder of metallic 
blue and red. Catalog illustrates in- 
dividual products and lists pertinent 
ordering information. Also included 
in 32-page catalog is complete price 
list for all shovels, spades and scoops 
made by the firm. 

For Details Circle 204 on INQUIRY CARD 
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FREE CIRCULAR SLIDE RULE 
ideal for engineers and other execu- 
tives who perform simple calculations 
in multiplication, division, and pro- 
portions. Manufactured by General 
Industrial Co., pocket-size calculator 
is simple to use and the results are 
accurate. Easy to follow instruc- 
tions are included with each slide 
rule. 

For Details Circle 205 on INQUIRY CARD 


MAGIC EPOXY GLUE  BUL- 
LETIN from Magic Iron Cement Co., 
Inc. Printed in three colors, it ex- 
plains how the bubble-packaged prod- 
uct repairs practically all materials. 
Bulletin also has list prices, ship- 
ping data and packaging information. 

For Details Circle 206 on INQUIRY CARD 














<Ose pruning 
with pictures 


“ROSE PRUNING WITH PIC- 
TURES,” by M. M. “Doc” Thomp- 
son, 56 Pages of large photos, is 
published jointly by Armstrong Nur- 
series and Ortho Division of Cali- 
fornia Chemical Co. Priced to retail 
for $1.00, it costs dealer 35¢. Book 
provides average gardener with clear, 
step-by-step instructions with photos 
and text of every rose-pruning opera- 
tion. 

For Details Circle 213 on INQUIRY CARD 


IDEA BOOK ON DISPLAYS for 
point of purchase’ merchandising. 
“Sketchbook 20” has 16-pages for 
dealers and wholesalers and is pub- 
lished by Merkle-Korff Gear Co. Pic- 
tured and described are 20 ideas plus 
some actual construction drawings 
for motion displays. 

For Details Circle 207 on INQUIRY CARD 


TACKLE GUIDE for 1961 has 64- 
pages of tackle and “how to fish” in- 
formation from Wright & McGill Co. 
Pictures of many of the most popu- 
lar game fish are included, plus a fish- 
ing calendar. Items described are 
reels, rods, lines and lures and hooks. 

For Details Circle 208 on INQUIRY CARD 


PROMOTIONAL TOOLS for the 
98¢ counter are listed in four-page 
catalog from Arrow Metal Products 
Co. U. S. made quality tools include 
circular saw blades, grinding and 
buffing kits, sharpeners, etc. 

For Details Circle 209 on INQUIRY CARD 


BELLS AND CHIMES for apart- 
ments and homes are described in 
10-page catalog from Lee Electric, 
Inc. Tonepak line of bells, buzzers, 
push buttons and other signaling de- 
vices are illustrated. 

For Details Circle 210 on INQUIRY CARD 


CUSTOMER PROMOTIONAL 
PROGRAM is available from The 
Payne Co. Six-page brochure which 
doubles as a mailer is produced in 
three colors and places special em- 
phasis on simple diagrams of typi- 
cal heating installations. 

For Details Circle 211 on INQUIRY CARD 


100 PROMOTIONAL ITEMS are 
covered in 1961 Carlisle Manufactur- 
ing Co. catalog. Featured are gar- 
den supplies, housewares, giftwares 
and premium items. Items include 
flower boxes, planters, plant stands, 
ice chests, portable ovens and window 
ventilators. All priced to sell. 

For Details Circle 212 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 15 





TAPE DOPE assures neat pipe fit- 
ting jobs. Pipe-Pac is offered in place 
of pipe dope. Wrap around threaded 
joint for leak-free fit and for all pipe. 
—Johns-Manville Corporation 

For Details Circle 115 on INQUIRY CARD 
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RECHARGEABLE BATTERY fits all 
“D” two-cell flashlights. Said to give 
50 per cent more use. Will charge 
250 times or more. Plug in outlet 
for recharging.—Gould-National Bat- 
teries, Inc. 

For Details Circle 116 on INQUIRY CARD 
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LOW-PRICED SPRAYERS for heavy 
traffic building. Mark I, III and VI 
models are 1% to 3 gal. capacity. 
New design has cut costs. Many high- 
priced features are used.—Universal 
Metal Products Co. 

For Details Circle 117 on INQUIRY CARD 
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“FRENCH CLASSIC” cabinet hard- 
ware includes hinges, knobs and pulls. 
Hardware is available in white gold, 
antique English and old copper fin- 
ishes.—Medalist Hdw. Div., National 
Lock Co. 

For Details Circle 118 on INQUIRY CARD 


GIFT-PACKED steak knives in set 
of six. Knives are stainless steel, 
razor-ground with ripple-edge blades. 
Laminated wood handles. Box serves 
as convenient holder.—Russell Har- 
rington Cutlery Co. 

For Details Circle 119 on INQUIRY CARD 


ELECTRIC SHEARS have scissor ac- 
tion blades for shrubs and_ grass. 
Built-in safety feature prevents 
blades from throwing stones and 
sticks. Edgers will trim flush.—Skil 
Corporation 

For Details Circle 120 on INQUIRY CARD 


«Date shasey pres eeags 
hes the saa somes 


a >< 


WET AND DRY SHAMPOO for 
rugs. Both types have Santophan 1, 
a germ killing ingredient. Shampoo 
also resists mildew and musty odors. 
Color brightener “perks up” old rugs. 
—American Floor Machine Co. 

For Details Circle 121 on INQUIRY CARD 
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CUT OLD PAINT with Klean-Kutter 
paint remover. Priced for volume 
sales, remover is said to penetrate 
any finish for easy removal. Requires 
no neutralizer —The Klean-Strip Co., 
Inc. 

For Details Circle 122 on INQUIRY CARD 


PLIER-WRENCH is locked and re- 
leased with one hand. Lock-Jaw 
plier-wrench has Red-E-Release for 
simple, one-hand use. Used for turn- 
ing, gripping and pulling.—Barcalo 
Manufacturing Company 

For Details Circle 123 on INQUIRY CARD 
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boosts rental 
—r income 
2 ways 


This proven profit-maker brings rental customers for (1) 
floor polishing, waxing, buffing, steelwooling; and (2) rug 
and carpet shampooing, or floor scrubbing. Simple snap-in- 
place locking clamps on tank enable you or customer to 
convert JW12 from floor polishing to scrubbing in 3 minutes, 
or less. Multiple uses increase sales of many other related 
items, such as wax, floor finishes, steel wool, shampoo, etc. 


JW12 is real customer pleaser— especially women — be- 
cause it handles easily, stows between car seats for trans- 
port, gives do-it-yourselfers professional effect on rugs, 
There’s a big, complete line of T&S weldless chain carpets, floors. Yet entire unit, with tank, shampoo brush 
in all sizes, metals and types including SASH e and all floor attachments — ready for 2-way rental use — 
JACK @ SAFETY @ REGISTER @ DOUBLE and actually costs less than most single-use scrubbers. For 


SINGLE LOOP @ PLUMBERS’ LINK @ NAVY LINK full story on JW12 and other Holt rental machines, mail 
e@ FURNACE @ BEADED e CABLE @ UNIVERSAL cohaien. Cali 


@ AND MORE PLUS “S” HOOKS and other 
attachments. 


S CHAS 





COMPACT, SALES-BUILDER 
CHAIN DISPLAY Cradle permits adjusting brush 


Only 9” wide; 62’ deep; . | to depth of rug pile. 
17” high 7) “hae 


More facts and prices on feyeney SALES AND SERVICE CENTERS IN MAJOR CITIES 
complete line are yours ; 


line are your oo ) UG, MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 
272 Badger Ave., Newark 8, N. J. 4 
mw a Se SO a Re ee sR 
HOLT MFG. CO., Dept. K-2 


669 - 20th St., Oakland 12, California; 10702 - 46th St., Tampa 10, Florida; 
272 Badger Ave., Newark 8, New Jersey. 


THE TURNER & SEYMOUR MFG. CO. 


West Coast Representatives 


i 
* 
7 
a 
; 
SMITH SALES CO. : 
' 
a 
a 
' 
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Please send me details on Holt JWI2 and other rental machines. 


Name Position 





972 South Goodrich Blvd. 11S New Montgomery St. 


Los Angeles 22, California San Francisco 5, California Firm 








Address 

SSS SSSR SS SSS RSS SS SSeS eS See 
For Details Circle 18 on INQUIRY CARD For Details Circle 19 on INQUIRY CARD 

FEBRUARY 1961 45 








Use Inquiry Postcard for Further Information About NEW PRODUCTS 








“BETTER SETTER” is new nailset 
with rubber wedge. Nailset acts as 
safety grip and takes the sting out 
of setting. Allows nails to be pulled 
without marring.—Gordon Manufac- 
turing Co. 

For Details Circle 124 on INQUIRY CARD 


PURIFY TAP WATER for steam 
irons, auto batteries, etc. Wantz 
Kleensteam de - mineralizes water 
with chemicals. Gives chemical 
equivalent of distilled water.—lIllinois 
Water Treatment Co. 

For Details Circle 125 on INQUIRY CARD 


PLASTIC OR ALUMINUM tackle 
boxes. Three models available in em- 
bossed aluminum or leather-like 
green plastic. All models feature 
trays and lure compartments.—Umco 
Corporation 

For Details Circle 126 on INQUIRY CARD 
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ATTRACTIVE AIR PURIFIER uses 
charcoal filter and Hy-Genic-Aire 
chemical. Upright models are 612 x 
16 in. Air drawn from bottom and 
out top. Choice of colors.—Hy-Genic 
Products Corp. 

For Details Circle 127 on INQUIRY CARD 


SHADE AND SHELTER with this 
versatile “Para-Wing” tent. Over- 
all size is 12 x 12 x 18 ft. Rope, 
stakes and two aluminum poles in- 
cluded. Two colors available-—Ameri- 
can Thermos Products Co. 

For Details Circle 128 on INQUIRY CARD 


PORTABLE LIGHT plus power for 
tools with this Job Lite Reel. Reel 
extends and locks up to 20 feet. Light 
hangs or stands. Built-in outlet on 
light handle.-—Cordomatic Corpora: 
tion 

For Details Circle 129 on INQUIRY CARD 


UPRIGHT COOLER CHEST for cars 
and boats. Holds 25 lbs. of ice in 
plastic tray. Has shelf for additional 
storage. Push-button faucet for ice 
water and drainage—The Coleman 
Company 

For Details Circle 130 on INQUIRY CARD 


VERSATILE BOWL for kitchen is 
non-breakable. Designed for mixers. 
It can be used for cake storage or 
food carryall. Snap cover’ seals 
tightly—Columbus Plastic Products, 
Inc. 

For Details Circle 131 on INQUIRY CARD 


“KING-SIZE” WHEEL for office 
chairs. Soft-rubber wheel is 2 3/16 
in. Replaces regular two in. casters. 
Completely interchangeable. Casters 
are non-marking tread with solid 
core.—Bassick Company 

For Details Circle 132 on INQUIRY CARD 
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NEW PRODUCTS 





OVEN MAID keeps oven clean. 
Catches all juice dripping off pie or 
casserole. Raised center aliows even 
heating for perfect baking. Can be 
used for gelatin molds.—Enterprise 
Aluminum Company 

For Details Circle 133 on INQUIRY CARD 


PICTURE HANGERS IN striking 
pastel colors, plus white, to match 
the walls of any home decor are now 
available. Hangers use an adhesive 
backing. Hold up to 15 lbs. and stick 
on tile, glass, plaster, wood, ete. 
Colors are brown, gray, pink, yellow, 
green and white.—Jiffy Enterprises, 
Inc. 
For Details Circle 134 on INQUIRY CARD 


ALGAE GROWTH is removed from 
swimming pools and algae floating on 
water surface is destroyed with Pool 
Safe. Stable, active concentrate in 
dry powder form is said to be non- 
poisonous and non-irritating in pool 
dilutions. Keeps any pool clear, 
sweet smelling and free from un- 
pleasant slime. Said not to cause 
“eye burn” or “nose sting.’”—Circle 
Research Laboratories, Inc. 
For Details Circle 135 on INQUIRY CARD 














Go away, sonny. | dig this 
self-service jazz. 
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TOOL ~ HANDLES 


offer 


Selling Advantages 


that mean more 
Turnover and Profit 


1. Priced to move fast with tull profit 
margin for you. 


2. Manufactured to give user satis- 
faction. Made of finest second 
growth hickory. 


3. Clearly labeled for quick identi- 
fication by pattern number, name 
and weight tool they fit. 
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4. Sales helps to assure that quick 
turnover every aggressive 
dealer demands. Write for free 
copy of handy wall chart C 
illustrated at left. This wall 
chart simplifies selecting 
proper handle for specific tools. 


| is TARA Fe 
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Send for 
Catalog B 


Sequatchie Handie Works 


Sequatchie, Tenn. 
For Details Circle 20 on INQUIRY CARD 








NEW PRODUCTS 


GIANT -SIZED PROPANE FUEL 
cylinder, the LP-175, contains 14.1 
oz. of fuel. Disposable fuel tank fits 
all standard torches, stoves and lan- 
terns. Gives up to 2% more hours 
of burning time at no increase in 
price. Cylinder measures 3” in diam- 
eter and 1044,” high and meets I.C.C. 
regulations.—Turner Corporation 
For Details Circle 136 on INQUIRY CARD 


HOUSEHOLD SPONGE CLOTH is 
reinforced to prevent tearing. Highly 
absorbent and lint-free, the sponge 
cloth measures 74 by 10 inches in 
size. The cloth is difficult to tear 


because it is completely reinforced 
with a web of strong fibers.—Du 
Pont Co. 

For Details Circle 137 on INQUIRY CARD 


STANDARDIZATION in insect 
screening is possible with new Opal 
Vinalume. Manufacturer states that 
by stocking it and one other type of 
screening, a dealer can satisfy most 
requirements. Opal Vinalume com- 
bines the advantage of aluminum and 
plastic. Aluminum core is covered 
with vinyl plastic. Eliminates the 
need for stocking both aluminum and 
plastic—New York Wire Cloth Com- 
pany 
For Details Circle 138 on INQUIRY CARD 





Your Sales Leader for 1961! 


CHAPIN’S PISTOL GRIP 
OTe] (Yin = E-bale hia = Kol-t-Me}oba-bik-5 4 


Model No. 403 


Here's the hose sprayer your 
customers want for winning per- 
formance.. for new easy-action 
control and convenience ... for 
smart new design ... for top- 
flight quality at a moderate 
price! Attaches to garden hose, 
operates on water pressure ... for 
use with liquid or wettable pow- 
der insecticides and fungicides! 
Complete instructions on bright, 
permanent ceramic label. Get 
all the facts from Chapin’s new 
1961 catalog. Write Dept. 00. 





Features: 


. Has precision metering device in shut- 
off; removable for cleaning or 
replacement. EXACT PROPORTION- 
ING ASSURED. 











. Positive shut-off to turn water on or 
off at sprayer; marked to indicate 
“ON” or “OFF” positions. 


. Durable metal deflector is adjustable 
to spray up, down or sideways; is 
removable for long distance spray. 


. Extension permits underleaf spraying 
with greater ease and thoroughness. 





Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS, INC. 


FREE DISPLAY 


packed in each shipping 
carton containing 6 Mod- 
el No. 403 Handy Hose 
Sprayers. 

. Pistol grip is balanced to minimize 
strain; fits hand naturally and com- 
fortably. Hose coupling swivels for 
ease in attaching. 


. Soft vinyl plastic syphon tube moves 
with contents of jar to permit com- 
plete discharge of chemicals. No 
waste. Attaches to stem in cap. 


7. Has wire device for cleaning orifices 
when necessary. 


. Jar is calibrated from 1 to 6 gallons 
to spray less than 6 gallons, if desired. 


BATAVIA, N. Y. 








For Details Circle 21 on INQUIRY CARD 


SIMPLE REPAIR PROCESS for 
crack in broken bats. Repair kit 
contains plastic resin and hardener, 
applicator and Fiberglas sleeve. 
Epoxy resin is applied to cracked 
bat and Fiberglas sleeve slipped over. 
Sleeve is painted with additional 
epoxy. Manufacturer states that re- 
paired bat is good as new.—Sav-A- 
Bat Co. 
For Details Circle 139 on INQUIRY CARD 


ALL PURPOSE CLEANER, Vision- 
kleen, cleans, polishes and sanitizes. 
Aspirin-sized pellets are mixed in 
eight ounces of tap water. Unbreak- 
able plastic spray dispenser included 
for spraying mixture on_ surface. 
Wipes clean with cloth or paper 
towel. Use on metal, wood or plastic 
and also excellent for glass.—Abbott- 
Lane Industries 
For Details Circle 140 on INQUIRY CARD 


“SHIBUI” WALL FINISHES com- 
bine unusual beauty in the Japanese 
manner with great durability. Shi- 
bui is a Japanese adjective describ- 
ing the highest level of beauty. The 
new paint gives a shibui concept to 
a wall surface through the use of 
colored transparent “Oriental” glaze 
applied over a textured white base 
paint. Sixteen colors are available. 
Wall finish is said to be extremely 
tough, durable, washable and will not 
burnish.—Martin-Senour Company 
For Details Circle 141 on INQUIRY CARD 


FULL LINE OF C-CLAMPS in sizes 
up to 12” are available. Six clamps 
are included in the series with capaci- 
ies ranging from 0-3” the smallest 
clamp to 0-12” the largest. Minimum 
proof test varies from 2000 lbs. to 
4200 Ibs. The frames are top grade 
malleable iron, the screws have Acme 
threads. All sizes have Perma-Pad 
swivel.—Winton Tool Manufacturing 
Co., Ine. 
For Details Circle 142 on INQUIRY CARD 
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Harry does a good job of selling until he 
gets to the demonstration 
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N EWS FOR WESTERNERS 


Westerners to Participate in 
Brand Names Week May 4-14 


Many Western Dealers are planning to partic- 
ipate in Brand Names Week for 1961. The big 
annual spring promotion is to be held May 4-14. 
A record number of dealers are expected to 
join in the 10-day promotion this year. Some 
175,000 stores participated in 1960. 

Western dealers will find complete promotion 
rials, advertising mats and publicity copy are 
tomers to their stores. Point-of-purchase mate- 
rails, advertising mats and publicity copy are 
included in kits and as separate items for dealers 
to tie-in with individual brands plus Brand Names 
Foundation’s overall promotion. 

Perhaps equally important to dealers is the 
nation-wide advertising that Brand Names Week 
is using in backing its promotion. National maga- 
zines, radio-TV and newspapers are just part 
of the backing dealers will be getting for com- 
plete product promotion to help them get more 
sales of Brand Name items. 

This promotion coincides with the big Brand 
Names Day meeting to be held in New York on 
May 4. Awards will be presented at this dinner 
to retailers, including a number of hardware 
stores, for outstanding promotion of brand name 
products. 

Information on store kits and details on the 
annual competition can be obtained from Brand 
Names Foundation, 437 Fifth Ave., New York 
16, Ni YX: 


Old Colony Paint President 
Heads L. A. Chamber of Commerce 


Harold C. McClellan, president of Old Colony 
Paint and Chemical Co., Los Angeles, has been 
elected president of Los Angeles Chamber of 
Commerce for 1961. He was installed in office 
Feb. 1, 1961. 

McClellan, who served as head of the Amer- 
ican National Exhibition in Moscow last year, 
was the first West Coast man elected president 
of National Association of Manufacturers in 
1954. He served as chairman of the board of 
NAM during 1955. 

He has been active in other business organiza- 
tions and government work including the Los 


FEBRUARY 1961 


Angeles Paint, Varnish and Lacquer Associa- 
tion of which he was president. He served as 
assistant Secretary of Commerce for Interna- 
tional Affairs under appointment from former 
President Eisenhower during 1955-57. 


Sacramento Wholesaler Expands 
After Two Years in Business 


Hardware Distributing Company, Sacramento, 
Calif., newest wholesale hardware firm here, 
has moved to new and more spacious head- 
quarters. 

John Enzler, owner, has had the doors open 
only two years at 1905 Marconi Ave. 

The new 7000 square-foot warehouse at 1912 
Auburn Blvd., is around the corner from the 
old location. Tools, paint, garden supplies and 
hardware are displayed attractively for local 
hardware dealers. 

John Enzler’s 40 years in retail hardware 
in the Sacramento area are in evidence every- 
where in the store’s arrangement. In addition, 
Hardware Distributing Company has three sales- 
men on the road covering Sacramento, the San 
Francisco Bay Area and other areas of Northern 
California. 


Sunbeam Continues Western Test 


Eight Western States will continue to be used 
by Sunbeam Corp., Chicago, for its Distributor- 
Consignment Test Program. 

The market testing program under which 
dealers are contracted for appliance sales is in 
operation in California, Oregon, Washington, 
Arizona, Idaho, Montana, Nevada and Utah. 

Those dealers participating in the plan, are 
offered an appliance re-stocking 12 assortment 
plan. Special advertising certificates are included 
in the plan. 


Dunham Wins Cosco Honors 


Dunham, Carrigan & Hayden Co., San Fran- 
cisco wholesale firm, was honored by Hamilton 
Cosco, Inc., as one of their 37 top household 
distributors. The occasion was the Cosco Cen- 
tury Club banquet held at the Palmer House in 
Chicago, Jan. 15. 
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Pendleton 
Makes Sales 
Staff Changes 


Marvin S. 


Bandoli 


Pendleton Tool Industries, Inc., 
Los Angeles, has appointed two 
new vice-presidents. 

Marvin Bandoli, senior vice-pres- 
ident in charge of marketing, said 
that the two appointments are key 
moves in the company’s new func- 
tional marketing program. 

A. L. Platky was named vice- 
president for sales, hardware and 
plumbing markets. He was form- 
erly vice-president and sales man- 
ager for P & C Toll Co., Portland. 


Fs! h. 
Platky 


H. W. 
Oetjen 
This firm is a subsidiary of Pen- 
dleton. Platky has transferred to 
the head office at Los Angeles. 
" H. W. Oetjen has been appointed 
vice-president for sales, automo- 
tive and industrial markets. 
Bandoli stated that under Pen- 
dleton’s new marketing concept, 
the 85-man sales force is being re- 
organized into “task forces’’ which 
will specialize in the specific mar- 
ket areas requiring hand tools. 





Deming Names a 


Western Rep 


Melville D. 
Shine 


Melville D. Shine will represent 
the Deming Co., Salem, Ohio, in 
four Western states, it was an- 
nounced recently. 

Shine will cover California, Ari- 
zona, Utah, New Mexico and El 
Paso, Texas, for the pump manu- 
facturer. He will make his head- 
juarters at Lafayette, Calif. 


So. Calif. 
Sales Head 
for Bissell 


Walter Thompson has been ap- 
pointed Southern California dis- 
trict sales manager for Bissell, Inc. 

Thompson was formerly a sales 
representative for Vollrath Co. 
here on the West Coast. He lives 
in Sherman Oaks, Calif. 
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Beaumont and Medina Merge 


Two sales representative firms 
in the Pacific Northwest merged on 
Jan. 1 and became known as Beau- 
mont-Medina Associates. Offices of 
the new organization are at 2450 
6th Ave. So., Seattle 4, Wash. 

Ronald R. Medina, who operated 
Medina Associates, had just re- 
cently started a manufacturers’ 
representative firm in the Pacific 
Northwest. He was formerly the 
Northern Pacific division manager 
for Le Page’s, Inc., in the San 
Francisco sales area. 

Richard E. Beaumont formerly 
operated Beaumont Brokerage Co. 
He is well-known in the food in- 
dustry. 

The new firm will represent both 
non-food and food manufacturers. 


Thomas Palmer Retires in West 


Thomas H. Palmer, A.H.C., who 
headed the San Francisco office of 
Russell & Erwin division of Ameri- 
can Hardware Corp. at one time, 
has retired at 72. He was based 
in New Britain, Conn., at the time 
of retirement as supervisor of 
Russwin’s contract and sales de- 
partment. 

Starting in 1903 as an office boy, 
Palmer spent his entire career with 
American Hardware Corp. Palmer 
and his wife have returned to Cali- 
fornia and will live in Glendale. 


Wholesale 
Radio & 
Electric Names 
Sales Manager 


Charles E. 
Poetz/ 


Charles E. Poetzl has been named 
sales manager of the Wholesale 
Radio & Electric Supply Co. at 1116 
Folsom St., San Francisco. He will 
supervise the sales activities of 
nine salesmen who cover Northern 
California and Nevada. 

The firm serves Northern Cali- 
fornia and Nevada hardware deal- 
ers with electric housewares and 
special housewares lines. 

Poetzl was formerly with Proc- 
tor-Silex. He joined Silex in 1957 
and became a district manager of 
the Northern California - Nevada 
area. Previous to that he was a 
salesman for James C. Anderson 
Co., manufacturers’ representative 
firm in Northern California, for 
three years. Before that he was a 
buyer for the wholesale jewelry 
firm of E. W. Reynolds Co., San 
Francisco, for two years. 

Poetzl started in the housewares 
field as assistant buyer of house- 
wares and appliances for Hales in 
San Francisco and was with this 
company for three years. 


Coleman Promotes Two 


Jay Hamblin Max Mower 


Jay Hamblin has been promoted 
to national field sales manager for 
Coleman Outing Products  div., 
Coleman Co., Inc. He was formerly 
regional sales manager for the 
division in Oregon, Idaho, Wash- 
ington, Montana and Utah: He will 
headquarter in the company’s head 
office in Wichita, Kan. 

Replacing Hamblin in the North- 
west will be Max Mower. He joined 
Coleman in 1956 as a district sales 
representative. 
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Arizona Rep 
for Weslock 


David E. Adams has joined West- 
ern Lock Mfg. Co., as sales re- 
presentative for Arizona. 

Adams had been a representative 
for Union Gypsum Co. of Phoenix 
prior to joining Weslock. 


Westerners Win Awards 
In Cosco Roundup 


Four Western hardware men and 
one department store furniture de- 
partment manager were winners in 
the recent Fall Roundup Promotion 
conducted by Hamilton Cosco, Inc. 

Jack Hargrove, furniture depart- 
ment manager of Lipman Wolfe & 
Co., Portland, was the grand prize 
winner. The 1961 Ford Ranch 
Wagon which he won was presented 
to him by Bill Gough, Cosco sales 
representative in the area. 

The Western second place win- 
ners were: Harold J. Abrahams, 
Dimmer Hardware Co., San Fran- 
cisco; J. D. Wise, Mar-Lee Home 
Products Store, Denver; Frank L. 
Hoyt, Palo Alto Hardware, Mt. 
View, Calif.; and Thomas R. Leon- 
ard, Palo Alto Hardware, Palo Alto, 
Calif. 


AWARD MADE IN HONOLULU 


SILVER PLAQUE for outstanding sales 
achievement was given to John C. Hughes 
(left) at a recent luncheon meeting in Hono- 
lulu by James D. Young, general sales mana- 
ger of the Yale Lock and Hardware Division, 
White Plains, New York. The presentation was 
made at a luncheon meeting of the Honolulu 
Chapter of the Producers’ Council. Hughes is 
manager of the hardware department of 
American Factors, Limited, Yale & Towne 
distributors in the Hawaiian Islands. 
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NEW! VICTOR 


speedi-cut 


HOLE 


Plastic laminated boards, 
sheets, panels 


Wallboard, insulation 
board and ceiling tile 


A priced-to-sell line of 13 of the most-used sizes 
... that’s Victor’s New Economy Hole Saw line 
of Speedi-Cut Hole Saws. Fast to turn over, these 
tough hole saws cut clean, true-round holes—5” 
to 21” in diameter and 7/g” deep. 


Economy priced, dependable Speedi-Cut saws 
will cut holes in any material a hack saw blade 
can tackle — wood, metal, plastic, composition 
boards. 

Quickly adapted for use with electric drills, 
grinding heads—on virtually any portable or sta- 
tionary power or machine tool—Speedi-Cut Hole 
Saws are easily replaced and fit mandrels of 
most other makes. All sizes come with knock-out 
holes for fast, trouble-free removal of cores. 

For complete information 

drop us a line today. 


VICT@R 


SAW WORKS, INC., Middletown, N. Y., U.S.A. 
Warehouses in Chicago * Portland, Ore. * Houston 


Makers of Hand & Power Hack Saw Biades, 
Frames, Metal & Wood Cutting Band Saw Blades 


Junction boxes, metal 
cabinets and partitions 


Pipes, vents, stacks 
and tubing . . . of fibre, 
metal, plastic, cast iron 


All kinds of wood .. . 
from softest pine to 
hardest cabinet woods 


@ 4090 


For Details Circle 22 on INQUIRY CARD 
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FAR WEST TOY CLUB GIVES TOYS TO UNDERPRIVILEGED KIDS 


AMBULANCE FULL OF TOYS was donated by the Far West Toy Club of San Francisco 
for distribution by the nurses of San Francisco General Hospital to underprivileged chil- 
dren. On hand to help load the city hospital ambulance were (from lett): Bob Hart, 
Crattint Mfg. Co.; S. K. Von Stetten, S. K. Von Stetten & Associates; Ted Hurwood, J. 
Jackson Sales; secretary of the club—Art Grobe, Erlach-Lee & Associates; and club presi- 


dent—Jack Jackson, J. Jackson Sales. 





Another 
FULLER 


TRAFFIC STOPPING 
SALES STARTER 


101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


Fuller products are made in 
U.S.A., England and other 
countries, of the highest qual- 
ity materials, by skilled crafts- 
men... designed for service 

- and rigidly inspected to 
preserve Fuller Quality and 
Reliability. 





One of the fabulous 
Turnover Twins!* 


A complete department .. . 
for all-around profit! Contains 





2 ea. of 21 different tools, | | 


ea. of 4 size wrenches. All 
basic, needed tools . . . all 


individually carded and pre- | 
priced .. . on handy hanging | 
rack. An eye-getting assort- | 


ment for an up-front spot. 


ORDER TODAY! 


*with #100 Screwdriver Asst. 


For Details Circle 23 on INQUIRY CARD 





Shaw to Handle Wright Saws 


H. C. Shaw Co. Inc., with home 
offices in Stockton, Calif. has been 
appointed a distributor for the 
Wright Saw division of Thomas 
Industries, Inc., Louisville, Ky. 

The Shaw Co. will handle sales 
of the company’s gas-driven power 
blade Wright Saws in the So. Calif. 
and Ariz. territories. 

It has branches in Fresno, Santa 
Ana, Calif.; and Phoenix, Ariz. R. 
M. Lewis is general manager and 
Irvin Emery is sales manager of 
H. C. Shaw Co., Inc. 


New Posts for Mirro Execs. 


Mirro Aluminum Co., Manito- 
woc, Wis., has promoted G. C. Ku- 
bitz to the newly created post of 
senior vice president—marketing. 
He was formerly senior vice-pres- 
ident—sales. Kubitz joined the 
company in 1925. 

It was also announced that C. W. 
Ziermer has been named general 
sales manager. F. C. Prescott will 
be Ziemer’s assistant. Ziemer has 
been with the firm since 1934, and 
Prescott since 1950. 


Davis Names Erickson in NW 


Davis Products, Inc., Van Nuys, 
Calif., has appointed G. Carl Erick- 
son and his son Fred as representa- 
tives in the Pacific Northwest. 

The Ericksons will handle the 
Dapco line of inflatable plastic 
products for the company. They 
will cover Washington, Oregon, 
western Canada and Alaska. Erick- 
son representative firm is located 
at 1623 W. 198rd St., Seattle 77. 


NW Rep for Western Paint 


Dixon D. Poole, Spokane, Wash., 
has been appointed sales repre- 
sentative for Western Paint Co., 
Duluth, Minn. Poole will cover east- 
ern Washington, Idaho and Mon- 
tana west of the continental divide. 

Western Paint Co. was recently 
purchased by Edwards G. Carlson, 
Jr., from Coast to Coast Stores, Inc. 


Woodman Named Sales Head 


Dudley J. Woodman has been 
elected vice president in charge of 
sales for Northern Electric Co., 
Chicago. He was formerly sales 
manager for Northern, manufac- 
turer of electric blankets and heat- 
ing pads, since 1949. He will direct 
sales and sales promotion activities 
for the company. 
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“We Rent Anything We Stock’ 


Dealer Finds Rentals Often Lead To Sales 
. . . Tool and Material Sales With Rentals 


National Hardware 
Fontana, Calif. 


“EQUIPMENT- RENTING, like 
any good idea carried out fully, 
can produce outstanding results 
for hardware dealers in terms of 
rental fees, customer relations and, 
most important, increased sales.”’ 
This is the opinion, gained by ex- 
perience, of Nathan A. Simon, one 
of four owners of National Hard- 
ware, Fontana, Calif. 

The store’s extensive rent and 
sell program includes such items 





LONG LIST of items for sale and 


rent are posted on store front. 


FEBRUARY 1961 


as electric saws, belt sanders, 
chain hoists, appliance  dollies, 
fertilizer spreaders, weed burners 
paint sprayers, hedge trimmers, 
plumbers snakes and dozens of 
others. ‘Actually,’ explains Simon, 
“we rent anything we stock!” 


Why? “For the primary reason 
that rentals increase over-all sales. 
They do this first by encouraging 
the renter to buy accessory sup- 
plies and materials through us. 
It is easy to pick up both equip- 
ment and supplies at one stop. 
For example, if a person rents a 
paint sprayer, he is certain to buy 
his paint at our store. Wheelbarrow 
renters purchase spades, rakes, 
etc. Renters of plumbing tools 
buy plumbing supplies—and so on. 


“The second way that rentals 
help increase sales is that use 
encourages purchasing of the 
rented item. We have sold many 
electric saws, belt sanders, blow 
torches, etc. simply as a result of 
the customers’ realization of his 
actual needs. No one wants to re- 
turn to a hand saw once they have 
experienced the ease of operation 
with an electric. 


“We ask the renter how the equip- 
ment worked and if he enjoyed 
using it. Then we suggest that, if 
he has continued need for the item, 
he purchase it. If he hasn’t the 
cash, we explain our credit terms 
and a renter becomes a buyer!” s& 


Here are just a few of many 
Old Pal profit-makers 


NEW! Old Pal Tackle Boxes. Steel or alu- 
minum. One or two trays with adjustable 
steel dividers or plastic inserts. Full opening 
lids have built-in retaining wells for hooks, 
flies, shot, etc. Black, high-impact Styrene 
plastic handles in leaping fish design on 
deluxe steel and aluminum models. Moder- 
ately priced, there’s an Old Pal box for 
every fisherman! 


Metal Minnow 
Buckets.Acompleteline 
of one- and two-piece 
models, floating and non- 
floating styles. 8- to 20- 
avart capacities. 


Air Feeder Minnow 
Buckets. Sturdy, molded fi- 
ber''breathes” air in—keeps 
water fresh and cool. Many 
styles; 4- to 20-quart ca- 
pacities. 


Bait Boxes. A variety of 
styles and shapes in heavy 
gauge steel, aluminum and 
molded fiber. Also plastic 
lure boxes and fishing 
accessories, 


i NEW! Old Pal Folding 
4 ; / Seat. Attractive and practi- 


/ cal. Bright- plated steel frame; 

f heavy Army duck seat. Holds 
up to 250 Ibs. Folds to fit 
in pocket! 


Ask your wholesaler for 
the new Old Pal catalog. 


OLD PAL, INC., Subsidiary of 
Animal Trap Company of America 
Lititz, Pa. e Pascagoula, Miss. ¢ Niagara Falls, Ont. 
For Details Circle 24 on INQUIRY CARD 
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Anderson Heads Kwikset Sales 


Don K. Anderson has been ap- 
pointed sales manager of domestic 
sales for Kwikset Sales and Ser- 
vice Co., Anaheim, Calif. He will 
direct the territonial salesmen and 
customer relations representatives. 

Anderson has been with the firm 
for eight years. He started with 
Kwikset as a sales promotion rep- 
resentative and most recently was 
assistant sales manager. 


Open House for Kenmore Hdw. 

Warren Gay and Pete Brackel, 
operators of Kenmore Hardware 
& Supply, Bothell, Wash., held an 
open house for their customers at 
the close of 1960. 

Completely remodeled and redec- 
orated, Kenmore Hardware added 
many more feet of display area to 
the store. Also included in the re- 
modeling was a new store front. 





Sandvik Saws serve the world! 


Traditional Swedish Craftsmanship | 


. IS built into every fine Sandvik hand | 
saw. Blade of Sandvik Swedish Steel, 
recognized the world over for its excep- | 
tional cutting qualities. 





OTHER PRODUCTS 
SANDVIK OFFERS 


BUCK SAWS 
FILES 
CHISELS 
PLIERS 
SCYTHES 





.-. all made 
from the finest 
Swedish Steel! | 











Recommend, stock and display Sandvik | 
hand saws, because when you offer Sand- 
vik you are offering the best. 


ay Sandvik sree inc. 


Saw & Tool Division 


1702 NEVINS ROAD, FAIR LAWN, NJ. 


For Details Circle 25 on INQUIRY CARD 








Montana Dealer Stages Sale 
After Remodeling Store 

Miles & Ulmer Co., Forsyth, 
Mont., hardware dealer, celebrated 
completion of extensive remodeling 
of their store with a special sale 
recently. A deluxe set of aluminum 
cookware was featured as a grand 
prize to a lucky customer. 


Remodeling of the store included 
a parts department for the firm’s 
machinery repair shop, new hard- 
ware and housewares displays and 
rebuilding office space. New paint 
and changes in lighting were also 
carried out. 


Sales features for the grand 
opening had new and used mer- 
chandise at special prices plus 
other merchandise promotions. 


ONE-MAN CLEAN-UP CAMPAIGN 


WIELDING THE BIGGEST 
HAMMER IN TOWN, Al Forgit, 
Forgit Hardware in Newport Beach, 
Calif., led the way in the city’s 
clean-up campaign. He also clean- 
ed-up in getting free publicity for 
his store in the local newspaper, 
the Newport Harbor News-Press. 


To get the publicity, Forgit 
went just a little beyond the ‘‘clean- 
up and paint” theme of the city 
fathers. The Patio, a beer hall 
which adjoined Forgit’s hardware 
store, ‘““was an eyesore,” according 
to the one-man demolition team. 


So he bought it, tore it down 
and had it hauled to the city dump. 


“T needed the lot for parking, 
anyway,” said Forgit. 


DEMOLITION IN ACTION is AL Forgit 


with biggest hammer around. 
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Less Pilferage 


e , f #7 ay 
’ VS tae i Mo 
(Continued from Page 38) Free / ed 5 


thereby increasing impulse sales | S If - 
possibilities. Then, of course, there e service 
is the matter of appealing to 


hen SEN 


“Housewives are accustomed to 8 
self-service in their food stores WCIRHIFTITURS BS 
and automatically feel at home in 
the hardware store which is laid from 
out in the same way. They are far 
more likely to come in for house- 
wares, toys and repair needs around CAM PR. LL 
the home since they know that 


0 if Yourself... 
they can serve themselves and get CHAIN wk <5, y 
; & 


help if they need it.” 





| ey = (i ; 
help you Si 
Pilferage is studied with CAMPBELL care 


Since the change to self-service al 
the Stapley store has kept an ex- 
tremely close eye on pilferage, 
which was a natural concern. After over 
the first quarter of the year had 
passed, Stapley had come up with vA 
some thoroughly interesting con- 100 0 
clusions. ‘Our pilferage may have 
increased to some extent in the MARK-UP! 
number of small pocket-size items ' 
which are picked up by petty 
thieves.” he said. Merchandisers cost you nothing 

when you buy a chain assortment 
Less goods stolen More sales through display—and 

“However, the dollar value of every sale earns you more than 
items stolen in this way is far 100% mark-up 
less than was the case when the 
cashier was located at a central 
point in the store. 

“Our experience has been that 
in the past where expensive, larger Variety of assortments available. 
items were displayed at all points 
throughout the store, it was pos- New display has these features: 
sible for a bold pilferer to pick up 
an item close to the door and sim- 
ply walk out. 


“If a salesman was encountered, New chain cutter attached 
it was only necessary for the cus- Handy chain-end holders 
tomer to say that he had already Tilted to provide better display 


been helped, and the salesman, of ae - . 
P ! 
ceieak Soh: wed. eo. Wena Suggested retail price sticker supplied 


knowing whether this was true or Interchangeable welded and weldless reels 
not. Now, however, every customer 
must pass through the check stand 
at the front of the store, it isn’t 


ay: Tak SAENG 8. pee GET COMPLETE INFORMATION FROM YOUR 
lar valuable nature could be stolen. 


Our leanen. are munk less ca celt- CAMPBELL WHOLESALER, OR WRITE DIRECT 


service basis than they ever were 
before.” 
For Details Circle 26 on INQUIRY CARD———» 





Complete chain department 
with either unit—in approxi- 
mately one square foot of space 


Load from front 


Handy bins for accessory items | 


Stand and cutter for light chain are supplied free 
with the purchase of various assortments. 


CAMPBELL CHAIN (omsany 


CAMPBELL FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif 
IN 

CHA WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas 

Chicago, Iil.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


LOW COST 
LOW INVENTORY 


complete 


Ines 
a department | 


That's Our 
BIG BALL & 


Twine 
Assortment 





Gives you a balanced selection including 
Parcel Post, India, Jute, Cable Cord, | 
Household Twine and Mason Twine, all | 
in one handy shipper display. Balls are | 
25¢ sellers. Ask your wholesaler for | 
King Cotton #25 Twine Assortment. 


<> 
ss 
| 


er 
Co OM corvaceE 
® 


JOHN H. GRAHAM & CO., INC. 


105 Duane St.. New York 8, N. Y. 
For Details Circle 27 on INQUIRY CARD 


Dealer Solves Two-Fold Problem 
(Continued from Page 27) 


receive the tab, in preference to 
other methods. 

An additional advantage of the 
price tab made up by this machine 
is the coded information that can 
be put onto it, indicating date of 
purchase. If a tab is marked 3-0, 
that means it was bought in March, 
1960. When such an item is reorder- 
ed, the date of previous purchase 
can be determined without looking 
into the books. 

Only merchandise not price- 
marked includes certain types of 
nuts and bolts and a few other 
items. For these, price lists are 
maintained at the check-stand. 

The big time-saver in self-ser- 
vice, of course, is realized when a 
customer takes his purchases to 
the check-stand, leaving the sales- 
man free to wait on the next in- 
dividual. 

Three key employees are charged 
with responsibility for maintain- 
ing stocks in their assigned depart- 





INCREASE SALES AND PROFIT 


GUARANTEED 
DISCOUNTS 
___ AND MORE 
eo BELOW YOUR 
PRESENT 
PRICE 


Why pay more — when the best costs LESS! 


MFGS. REPRESENTATIVES: TERRITORIES AVAIL- 
ABLE IN STATES WEST OF THE MISSISSIPPI. 








ATTENTION REP’S!! —DEALERS — DISTRIBUTORS 


THE WORLD FAMOUS 


FARELLI 


RUBBER PRODUCTS 





Pirelli Belts are authorized bearers 
of The American Petroleum Insti- 
tute monogram, designating their 
excellence in quality and material. 


MANUFACTURERS — V-Belts - 
Rubber Hose * Corrugated Matting 


FOR COMPLETE DETAILS AND INFORMATION 


WRITE TODAY! me | 
rrewu 


PRODUCTS DIVISION 


INDUSTRIAL HOSE 
AND RUBBER PRODUCTS 


2626 Santa Fe Ave. 
Los Angeles 58, Calif. 
LUdiow 7-7254 











ments. They also price-mark such 
merchandise and put it on the 
shelves when received. 


Realistic Pricing Attracts Prospects 


Peters believes that the customer 
traffic flow has been improved 
somewhat by inauguration of “real- 
istic” pricing methods. Instead of 
taking the traditional hardware 
mark-up straight across the board, 
he now prices certain more competi- 
tive items to yield a lower gross 
profit margin. He then makes up 
the difference by taking an above- 
average margin on other merchan- 
dise which the customer does not 
object to paying. 

For instance, small items such as 
lock washers would sell for a very 
low price per dozen under the old 
method. Other specialty, low turn- 
over items likewise merit a higher 
price which customers pay cheer- 
fully. 

Latest improvement project for 
Peters Hardware is departmental 
stock reorganization. Before begin- 
ning, he estimated he could elimi- 
nate about $500 of hand tool stock. 
When he got through, he had re- 
duced stock by $1,000 worth with- 
out eliminating any necessary items 
from inventory. 

The main improvement effected 
was elimination of excess quantities 
rather than reduction in variety. ® 
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ROLLER 
WALL PAINT 
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We didn't say anything 
about adults .. . 
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Sunday Opening 


(Continued from Page 24) 


goal is to be 75 per cent self-service. 
The owner feels help must be given 
to the other 25 per cent. 

In order to put over the self- 
service theme, everything is priced. 
Ample lighting, and Peg Board dis- 
play of giftwares, housewares, toys, 
tools, and other lines is used on 
three-fourths of the entire wall 
space. 

Farley encourages customers to 
wait on themselves by inviting them 
to feel at home and wait on them- 
selves. This invitation is extended 
the moment a customer steps into 
the store. 

In following the principle of 
“taking to the air” with whatever 
is in style, Farley has racked up an 
enviable volume in such lines as 
TV antennas, clothes line holders, 
and new types of tires for bicycles. 





Big Dividends 
(Continued from Page 29) 


“Advertising in newspapers, in a 
community of this size, would cost 
considerable money and would do 
us little good,” commented Bob. 
“We would rather concentrate our 
publicity to our own locality. Word 
of our service is soon passed from 
one neighbor to another.” 

Belmont Hardware, however, has 
gone into radio spots which men- 
tion their rental department. “‘Pur- 
pose of radio spots is primarily to 
acquaint the public with our store. 
Then too, we use stuffers which are 
placed in customer purchases about 
our services and merchandise.” 

Bob and Earl are well adept to 
the use of tools and can quickly 
solve any problems that a customer 
might present to them. Working 
with tools has been their livelihood 
for many years. Before their form- 
ing a partnership in business a year 
ago, Bob worked for 11 years in a 
refrigeration repair service. Earl 
operated a service station for the 
past 12 years. 

“We don’t know of any work 
where more repair problems have 
to be met. It seems only natural 
that we want to offer this service,” 
commented the co-owners. 
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“Brainstorm” Creates Display 
(Continued from Page 31) 


and planted the tropical plants that 
adorn the room. Cleverly placed 
lights add an exotic touch for cus- 
tomers who see it in the evening. 

Less than a month after complet- 
ing the solarium, Ted knew that the 
labor and $200 in material that 
went into it was money well spent. 
Once again sales in outdoor living 
merchandise went up. 

An interesting sidelight on pur- 
chases at Eastside Hardware con- 
cerns the sales of fiber glass panels. 
According to Ted, before the patio 
was put in 90 per cent of their 
sales on this item were green. 

After the green roofed patio was 
built, the preference for other 
colors by the customers rose 
sharply. With the construction of 
the sauterne roofed solarium came 
another rise in preference for colors 
other than green among the cus- 
tomers. Now half of the people who 
come in with their minds already 








made up on green, change them 
before they actually make their 
purchase. 


Displays Up Sales 


Ted says that since putting in the 
patio and the solarium, his sale of 
merchandise related to these two 
displays has risen at least 500 per 
cent. His sales of fiber glass is 10 
times higher than it was previ- 
ously. Eastside’s outdoor merchan- 
dise now moves steadily all year 
long. They have raised the sales 
in other departments and they have 
brought many new customers into 
the store. 

Ted Giubbini is very happy with 
what his brainstorms have done for 
his business. These two displays 
require little upkeep. They double- 
in-brass to add hours of family fun 
and most important of all, they 
have increased his business signif- 
icantly. 





wo ee irha HARDWARE WEEK 


DURO-PLASTIC ALUMINUM, Liquid STEEL and E-POX-E GLUE 


e:::| [_) ozen 
and then some* 


a gives you a special recipe for extra profit! 


“< aunt oe = 


© BD-SPA-1 DURO-PLASTIC ALUMINUM 
© BD-LS-1 Liquid STEEL 
© BD-EPX-1 DURO-PLASTIC E-POX-E GLUE 


Offer 


Expires 
April 30,1961 “wy 


Here’s the best HARDWARE WEEK 
SPECIAL we've ever had for you. 
Not one, not two, BUT THREE 
SPECIALS on the fastest 
selling items . . . in the 
nation's fastest selling fix- 
it line. All are backed by 
the biggest advertising pro- 
gram in DURO-PLASTIC 

history. 


Mother- in-law Approved Promotion 


pe ee 


“EXTRA SPECIAL! 7 


i You really get 14 tubes for the price of 12 ‘ 


because in every Baker’s Dozen there is a 
1 valuable coupon. 12 of these coupons earn f 
you one dozen tubes FREE of any DURO- 

&\ PLASTIC 65c_ item: LOCK-it, Darn, 

PLASTIC MENDER or WHITE @# 
GLUE. Complete details Pd 
mm __ in each carton. get 
—_ oe 


THE WOODHILL CHEMICAL CORPORATION 


1390 East 34th Street - 


Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of PLASTIC ALUMINUM" 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Feb. 19-20 SPORTING GOODS AND LAWN AND GARDEN SHOW, 
Shrine Auditorium, Billings, Montana (Ralph R. Johnson, 
Billings Hardware Company, 510 North Broadway, Bill- 
ings, Montana) 


NORTHERN WHOLESALE HARDWARE CO., CONVEN- 
TION & SHOW, 519 N.W. Park St., Portland, Ore. (Don 
Foss, V.P. & general manager, Northern Wholesale Hard- 
ware Co., 519 N.W. Park St., Portland, Ore.) 


WEST COAST HARDWARE AND HOUSEWARES 
SHOW, Great Western Exhibit Center, Los Angeles, 
Calif. (Otto Grigg, Pacific Southwest Hardware Assn., 
1519 Garfield, Los Angeles.) 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels, Seattle, Wash. 
(Kay Leber, Western Merchandise Exhibitors, Inc., 1355 
Market St., San Francisco.) 


Feb. 19-23 ALLIED GIFT & JEWELRY SPRING SHOW, Hotel 
Adolphus, Dallas, Texas. (Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles, Calif.) 


DENVER GIFT & JEWELRY SPRING SHOW, Hotel Al- 
bany, Denver, Colorado. (Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles, Calif.) 


Mar. 13-22 AMERICAN TOY FAIR, 57th, New Yorker and Sheraton- 
Atlantic Hotels, New York, New York. (Toy Manufac- 
turers of the USA, Inc., 200 Fifth Ave., New York, New 
York. Closing date unknown at this time.) 


Apr. 16-19 SOUTHERN HARDWARE CONVENTION OF AMER- 
ICAN HARDWARE MANUFACTURERS ASSOCIA- 
TION, Americana Hotel, Miami Beach, Fla. (Arthur L. 
Faubel, 342 Madison Ave., New York 17, New York) 


Apr. 16-19 SOUTHERN WHOLESALE HARDWARE ASSOCIA- 
TION CONVENTION, Americana Hotel, Balmoral, 
Singapore, Bal Harbour, Shamrock Isle Hotels, Miami 
Beach, Fla. (T. W. McAllister, 815 Metcalf Building, 
Orlando, Fla.) 


NATIONAL ASSOCIATION OF STORE FIXTURE MAN- 
UFACTURERS CONVENTION AND TRADE EXPOSI- 
TION, Conrad Hilton Hotel, Chicago, Ill. (William B. 
Sutherland, NASFM, 53 W. Jackson Blvd., Chicago, III.) 


PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, El Mirador Hotel, Palm 
Springs, Calif. (Sponsored jointly by the National 
Builders’ Hardware Association and the American Society 
of Architectural Consultants. John Barrison, Dalmo-Con- 
tinental Co., 144 So. Mission Rd., Los Angeles.) 


May 4-17 THIRD NATIONAL TOY SHOW, Morrison Hotel, Chi- 
cago, Ill. (Jules Karel & Associates, 8 South Dearborn 
St., Chicago.) 


TH & SON, INC. June 25-29 ASSOCIATED POT & KETTLE CLUBS OF AMERICA 
re “ ae CONVENTION, Hotel Gearhart, Ore. (Arnie Ekleblad, 
. cs om 805 N. W. Glisan, Portland.) 
Sales Represem F 
: raham & Co., Inc. 
fo pheedbng N.Y. 8, N. Y- 





For additional information about the conventions and shows listed above 
i and others not listed in this issue, write to HARDWARE WORLD Service 


&, j Bureau. 
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Promoting Lay-Away Buying 


Sanders Hardware Company 
Phoenix, Arizona 


PROVIDING EXTRA INCENTIVE early in the 
year for lay-away buying was the purpose of a unique 
“Lucky Lay-Away” program. It was introduced in 
September, 1960 by Sanders Hardware Company, in 
Phoenix, Arizona. 

A. B. Sanders, who operates seven hardware and 
variety stores in the Phoenix area, has developed a 
reputation for lay-away convenience which has pro- 
duced as much as $10,000 worth of lay-away purchases 
in a single store. 

Both to stimulate early buying, and to familiarize 
more people with the lay-away form of buying, Sand- 
ers began his 1960 program with dummy gift pack- 
ages spotted throughout the store. Each had a sign 
asking “Are You Lucky—-Ask About Our Lucky 
Lay-Away.” The displays were enough to create 
plenty of questions. 


Me te ne oO a ti os 
DUMMY GIFT PACKAGES with signs were used through- 
out store to help promote lay-away program. 


The “Lucky Lay-Away” system operated with a 
drawing held on October 15, November 15, and De- 
cember 15. During the first two drawings (from the 
names of lay-away customers) the salesperson who 
sold the item received a $5 reward and $5 was deducted 
from the lay-away payments of the customer. Pro- 
viding extra stimulation, the final drawing again 
paid the salesperson $5, but the entire purchase price 
of the customer’s lay-away item was refunded. 


Featuring an assortment of blades that fit most 
sabre saws, Forsberg’s attractive, 2 color metal dis- 
play stand is designed to boost sales. 22” wide, 
11” high, it is suitable for standing on a counter or 
mounting on a peg board. Completely assembled, 
ready for mounting blade cards on hooks. Blades 
are made of finest quality steel—color coded for 
quick identification. Order the G-3000 today from 
your distributor. 


| Forsberg 





BUY FORSBERG TIME-TESTED TOOLS oe A ee 


AND BE SURE 
The Forsberg Manufacturing Co. 


swine wh use 
SABER 246 SABER SA 


BLADES 


Ae TO 
SABER SAW SAGER Saw 


BLADES 





BLADE HEADQUARTERS 


FOR ALL MAKES OF SABER SAWS 


shaves Forshere “re Torshery wane s prorshere : mre ® 
BLADES 





NEW... 


G-3000 
SABRE SAW BLADE 
DISPLAY STAND 


ee | 


ROP CODED FOR QUICK DENTICATION 
FIT THESE SAWS 
WOLERS FALLS POWR CRAFT 
WML SAW Me | CRAFTSMAN «© OORMEVER 
ouwei tam 
AW No 10 HERCULES Das 1Om 


MANNING BOWMAN 


Bridgeport 1, Conn. 


BUY FORSBERG TIME TESTED TOOLS . . . AND BE SURE 


BRIDGEPORT 


THE FORSBERG MFG. CO. conn. 
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de Recat Adds 
Promotion Man 
to Staff 


Ray 
Cunningham 


Ray Cunningham has joined R. 
J. de Recat & Co., Western manufac- 
turers’ representative firm in San 
Francisco. Cunningham will do 
dealer, jobber and distributor or 
promotional work for the company. 
He was formerly with a marine 
manufacturer in the midwest. 


R. J. de Recat & Co. maintains of- 
fices in San Francisco, Los Angeles 
and Salt Lake City. The firm rep- 
resents a number of manufacturers 
including Puritan Cordage Mills, 
Dyer Specialty Co., du Pont Seven 
Seas, Helin Flat Fish and Ferrell 


You'll seil a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect for display, easy to 
get at, easy to stock, easy to sell. 
In ¥2 |b. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 


1OM CORDAGE 


® 


JOHN H. GRAHAM & CO. INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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CRHA and P&K Hold 
Pre-Show Luncheon 


Krueger Jacobsen, secretary- 
manager of California Retail Hard- 
ware Association and Tom Payton, 
Cory Corp., president of San Fran- 
cisco Pot & Kettle Club hosted a 
pre-show luncheon Feb. 3 for their 
members and exhibitors in the 
Western States Hardware-House- 
wares Show. 


The jointly sponsored luncheon 
was held in the Vista Room at 
the Hotel Whitcomb. Jacobsen 
acted as master of ceremonies and 
introduced the two speakers. Joe 
Sloss, Jr., vice president of Sloss 
& Brittain, San Francisco whole- 
saler, and Jim Anderson, president 
of Grandco Sales, Inc., Oakland, 
Calif., manufacturers’ representa- 
tive firm. 


Sloss gave his listeners the in- 
side look in his talk on “‘What the 
Manufacturers’ Representative can 
do to help Wholesalers.” 

Anderson followed with his topic 
covering “What Wholesalers can 
do to help Manufacturers’ Repre- 
sentatives.” 


The Western States Hardware- 
Housewares Show, sponsored by the 
California Retail Hardware Asso- 
ciation, is scheduled for Feb. 12- 
14. At the same time, the associa- 
tion will be holding its annual con- 
vention in San Francisco. The show 
can be seen at Brooks Exhibit Hall. 
Convention headquarters hotel is 
the Jack Tar. 


Fifth Gadgetfare in Print 


The fifth semi-annual edition of 
Gadgetfare will be off the press on 
February 25. This four-color, four- 
page piece is produced by Allied 
Western Distributors of housewares 
and gadgets. It will be used by 
dealers throughout the 13 Western 
States. 


The merchandiser contains about 
85 items. The majority of the mer- 
chandise included will be at special 
retail prices ending with an 88, such 
as 88¢, $1.88, $2.88, etc. 


Tie-in promotional kits are also 
being distributed to stores subscrib- 
ing to “Gadgetfare.” The kit con- 
sists of counter cards, banners, 
pennants and price tickets. 


Builders Brass Appoints 
Western Representatives 


Builders Brass Works, Los An- 
geles, recently announced the fol- 
lowing sales representative 
appointments. 


Jack Kruse, 49 S. East Clay St., 
Portland 14, Ore., will cover Oregon 
and Washington. Lawrence B. Stu- 
art, Ltd., 1216 Kapiolani Blvd., 
Honolulu 14, Hawaii, will represent 
the company in Hawaii. Blake Ol- 
sen, 13202 Safford St., Garden 
Grove, Calif., will handle the ter- 
ritory of So. Calif. and Las Vegas, 
Nev. 


R. E. Edwards & Assoc., 5247 
San Pablo Ave., Oakland, Calif., 
has been assigned the No. Calif. 
and Reno, Nev. area. Leighton 
Medill, 44 Kalamath St., Denver 
23, Colo., will represent the states 
of Idaho, Utah, Colo, New Mexico 
and Neb. 


E. R. Young, P. O. Box 1768, 
Billings, Mont., will service the 
Dakotas, Wyo. and Mont. Ralph 
J. Compton, A. H. C., 2343 Say- 
brook Ave., Los Angeles 22, has 
been given Ariz., New Mexico and 
El Paso, Tex. by Builders Brass 
Works. 


Lufkin Names Day V.P. 


George H. Day II has been elect- 
ed vice president-sales of the Luf- 
kin Rule Co., Saginaw, Mich. Day 
was formerly a vice president of 
the Chicopee Mills, Inc., before 
joining Lufkin in 1959 as assistant 
to the president. 

At the same time it was also 
announced that E. H. Meibeyers, 
vice president and general sales 
manager for Lufkin, retired Jan- 
uary 1, after 41 years with the 
firm. He joined Lufkin in 1919. 
Meibeyer was elected vice presi- 
dent of Lufkin in 1950, a position 
he held until retirement. 


P & K Hold Chicago Breakfast 


Pot & Kettle Club members at- 
tending the National Housewares 
Show in Chicago met for a special 
breakfast Jan. 18 at McCormick 
Place, site of the show. 

A room was set aside for ‘“As- 
sociated Pot & Kettle Clubs of 
America Breakfast’ in the new 
exposition center. 
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to WILSHIRE/ 
.. for finest values in 
fireplace furnishings and barbecues! 


Wilshire offers you Ameri- 
ca's largest selection of 
fireplace furnishings— 
Modern, Period, and Pro- 





vincial—to meet ali needs 
in every price bracket. 











; braziers and wagons 
racs OSTEEL WOOL PADS” ... priced right for any purse! 


FLEX-FOLD: PADS Fai te 


vee on een, ae P , PLUS! America’s 

‘ 73 : 2 newest and finest 

i = = barbecue line of 
STEEL weet FOLD © ne m Fey FOLD 


SPLIT—YOU MAKE 2 PERFECT 8 PACKS! FURNISHINGS CATALOGS! 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 
SCOUR PADS @ SOAP-FILLED PADS 


Not sold direct. Order through your Wholesaler. e MFG. COMPANY 
q 
AMERICAN ‘STEEL WOOL MFG. CO., INC. | MAIN OFFICE: 4865 San Fernando Rd. West» Los Angeles 39, California 


et, Long Island City 1, New York EASTERN PLANT & WHSE: 850 W. Jackson Blvd. * Chicago 7, Illinois 
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Only "A PENNY A PATCH" ... is NEW! WROUGHT 
all it costs to use IRON 
TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, canvases, 
tents, awnings, tarpaulins, bags, leather goods and ‘ BOX 
any material it can penetrate. Inexpensive, perma- ae” 


nent. eee of uses. Finishing touch for suburban and coun- 
Sold ons jobbers and dealers everywhere. try homes! |'/," diam. ié-gauge steel 


5 Ay Y, 2 o2., 6 oz. and 16 oz. plastic a. oo tubing, 66" high. Meets P.O. re- 
acked from 32 o 


z. nN quirements. Flattened bottom makes 
in a, SEND THIS "2D. AND — — ground penetration easy, prevents 
$1.00 FOR SAMPLE LARGE 1. turning. Painted and baked to a 
bore PRICES AND LITERA- Nu satin smooth black rustproof finish. 

RE. f - Complete with clamping nuts, bolts 
pad in attractive 3- : ; at and heavy mounting 
color counter display i ap platform that holds 
carton. (12 to a pack- f all size mail boxes. 
age). Order from 
VAL-A COMPANY se gc Mees 
700 W. Root St. . ' HY-KO 
Chicago 9, Ii. . PRODUCTS CO. 


YArds 7-9442 = : Cleveland 3, Ohio 

















For Details Circle 36 on INQUIRY CARD For Details Circle 37 on INQUIRY CARD 
FEBRUARY 1961 





IN MEMORIAM 





H. WESLEY JOHNSON 


Hobart Wesley Johnson, 64, died 
in Santa Monica, Calif., Jan. 5, 1961. 
He was president of Allied Ex- 
hibitors, Inc., Los Angeles, spon- 
sors of numerous hardware, house- 
wares and gift shows in the West. 

Prior to entering the trade show 
business in 1939, Johnson had his 
own manufacturers’ representative 
company. His son Wesley C. John- 
son now heads the H. W. Johnson 
firm located in Los Angeles. 

Johnson was active in a number 
of business groups including the 
Exchange Club and Los Angeles 
Pot & Kettle Club. 

Surviving Johnson are his widow, 
Frances, and son and daugther. 


FRANK G. HOOPER 


Frank G. Hooper, 74, died at 
Woodland, Calif., Jan. 12, 1961. 
Hooper had been operator of a 
hardware and general merchandise 
store in Knights Landing, Yolo 


County, Calif. He first lived there in 
1910. Later he moved to Meridian, 
Calif., returning to Knights Land- 
ing in 1920. 


GEORGE R. DAVIS 


George R. Davis, 80, died at 
Ripon, California. He and his 
brother Harold owned and operated 
Davis Brothers Hardware in Ripon. 
They had been in business for over 
a half century. 

Davis is survived by his widow 
Alice, brother and sister. 


HAROLD H. WALLER 

Harold H. Waller, 58, died in 
Sidney, Ohio recently. Waller was 
sales manager of Wagner Mfg. Co., 
Sidney, Ohio. He was also sales 
manager of the Griswold division 
of Wagner. 

Waller joined Wagner in 1947 as 
assistant to the president. 


NEWS 





P&K Convention Dates Set 


Associated Pot & Kettle Clubs 
of America will hold their annual 
convention at Gearhart, Ore., June 
25-29, 1961. Host club for this 
year’s meeting will be Portland. 

Joe Dungan, Joe P. Dungan Co., 
Portland, national president, said 
that over 275 members and their 
families are expected to turn out 
for the event. Theme of the 1961 
convention is billed as a ‘Carib- 
bean Cruise.” During the business 
sessions, new officers for the na- 
tional association will be elected 
by the membership. 


Deft Holds Sales Meet 


The Fifth annual sales conven- 
tion of the Deft Division of Des- 
mond Brothers Paint Co. was held 
February 3-4, at the Sahara Hotel 
in Las Vegas. 

Sales representatives from 50 
states attended the conclave which 
featured ‘“Marketing’s Major Re- 
sponsibilities” and was moderated 


by Harold Mitchell, sales manager. 


KRYLO 


SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good Housekeeping, 
Better Homes & Gardens, American Home, McCall’s, Ladies’ 
Home Journal, House & Garden, Living for Young Home- 
makers, House Beautiful, Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechanics, Sports Illustrated, 
and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
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WILHOLD 
BUILDERS 
ADHESIVE 


A STICKY MORTAR 


BONDS WOOD 
TO MASONRY 


SETS BASE + TRIM + PANELS 
THRESHOLDS + FURRING STRIPS 


Without shims, anchors and plugs 





WILHOLD 
GLUES INC. 


Pm 10s Angeles 31, Chicago 44 


SAVES TIME AND MONEY! #1091 
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Hardware and Hobbies — 
a fine “PROFIT-TEAM’ 


Add hobbies to hardware and you build traffic, 
build sales, build profits. Entrance into the hobby 
field is easy for hardware retailers in California, 
Oregon and Washington. You have access to the 
West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise, plus mer- 
chandising aids, and counsel based on 23 years’ 
specialized experience. Write for information, or 
ask to have a representative call on you. 


D.N. Mallory 9c, er 


598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 





1960 WESTERN WHOLESALERS’ DIRECTORY 


includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This |6-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample display 
rooms, special salesmen and special ser- 
vices offered. Price $2.00. Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 
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INDEX TO ADVERTISERS YOU CAN FORGET 
YOUR COMPETITION 
WHEN YOU SELL 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 
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Sequatchie Handle Works Inc .. in" on the big demand for riding mowers. They're 


tops in engineering, styling, construction 
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MANUFACTURERS & 
DISTRIBUTORS 
HARDWARE — HOUSEWARES — 
APPLIANCES 


Do your salesmen waste time and 
mileage introducing your product to 
retail outlets in the Los Angeles, Cal- 
ifornia, Metropolitan Area (Los An- 
geles & Orange Counties)? Let us 
route their calls to a time and mile- 
age consuming minimum. Routing 
and grading stores in this area has 
been our business for 12 years. Ad- 
dress Box A-975, MARKETING 
AIDES, HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





FOR SALE 


Paint and Hardware Store in Mo- 
desto’s newest shopping center. Fine 
opportunity. Only store of type lo- 
cated on west side. Address Box A- 
972, care HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 





1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and _ specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 


ee: | ‘ 


Furniture Rest — Pintle Type 





Rubber 
Crutch Tip 


sh 


Monopoint Glide 


Bakelite Furniture Rest 








Bakelite Caster Cup 
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Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


SALES PROMOTION 


For complete close-out or stimula- 
tion, money raising, stock reducing 
sales recommended by leading Whole- 
sale Hardware. Established 1912. F. 
N. Almstead & Co., 600-16th St., Oak- 
land, Calif. Call collect Glencourt 1- 
3525. 





treatment 
research 


education 
FIGHT CRIPPLING 


ww 


HELP ) 
CRIPPLED CHILDREN 


: EASTER SE 


HELP WITH 
YOUR DOLLARS 


National Society 
for Crippled Children 
and Adults 
2023 W. Ogden Ave. 
Chicago 12, Ill. 





RUBBER CUSHION GLIDES 


Wonderful for all wood \ ¢ 


Ask your jobber, if he is not supplied, 


ROBERT E. MILLER & CO., INC., 
35 Pearl St.. New York 4, N. Y. 
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KITCHEN HOOD BUSINESS 
FOR SALE! 

Have complete set of dies for making 
kitchen hoods. Cost $8,000, will sell 
for $4,000. Will teach. Ideal for one 
man business. Cal Engineering Co., 
540742 Via Corona, Los Angeles 22, 
Calif. RA 3-1468 eves. 


WESTERN WHOLESALERS’ 
DIRECTORY SUPPLEMENT 
The following changes can be made in 
your 1960 Wholesalers Directory 


which appeared in the June 1960 is- 
sue of Hardware World. 


NEW LISTINGS 
CALIFORNIA 


SAN FRANCISCO 
LELAND COMPANY 
1100 Folsom Street. 


ESTABLISHED: 1932. 


PRES.: Sanford J. Leland. 
MANAGER: Herbert Rosenbaum. 


TERRITORY: Northern 
and Southern Oregon. 


DEPARTMENTS: Plumbing & Heat- 
ing, Hardware, Houseware, Electrical 
Supplies, Garden Hose and Equip- 
ment, Key Blanks and Duplicating 
Machines, Bathroom Accessories, 
Hand Tools, Adhesives, Fasteners and 
Specialties. 


SALESMEN: 9. 


SPECIAL SERVICES: Self - service 
displays for plumbing supplies and 
washers, on display at office. 


California 


DELETIONS 


Union Hardware & Metal Company, 
5555 Ferguson Drive, Los Angeles, 
Calif.—No longer in business. 





” 
.— ‘Wey sh— 
Rubber txpander 


Tubu'ar Glide 
Upholstery Nail 





on. 
1¥2", 1¥e"s 
Yes %”", 
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Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Thumb Tack Spring Type 
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HARDWARE WORLD 





RE TL HR A Cc XL. FE: 
ORIGINAL PUSH CUT—GRASS SHEAR 
The Easiest Working Grass Shear Ever Made 


Simple, unique design plus sturdy construction 


NOW AVAILABLE IN SELF-SERVICE .. . 


DISPLAY FREE! 


TRACKS: This Attractive 


DISPLAY 


(For Counter or Pegboard) 


NO EXTRA COST 


Packed in Self-Contained 
Shipper and Includes: 


12 Only No. 2 Miracle Grips at $3.25 ea. 
2 No. M500 Miracle Hedge Shears at...... $6.50 ea. 
1 Display (as shown here) 

DEALER'S COST $31.20 Complete 

Ls $20.80 





See Your Wholesaler for This Quality Profit Line 


Blister-Proof Handles 


KEISER MANUFACTURING CO., Reading, Penna., U.S.A. 
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1 Ea 
WARP’S ame 
DISPLAY 7m 
2 oe 


od Vy fe vn soo 


= WINDOW MATERIALS. 


Aion & f ? : > 
M36” widths. . # is a” Ay 5 & 10 Gauges q 









as 
ALL NATIONALLY ADVERTISED | ‘ : nV 4 yu Mesh ee aie ; Other Warp ‘cia es 
Retail Prices Subject to Change | ; : Cone heen Galyanized Wire a’ avan : ; Pi are SCRIM-GLASS, VINYL-PA’ 


_ WINDOW-FABRIC 
S - PACKAGED STORM COVERS 
America’s WZ COMPLETE KITS FOR DOORS AND WINDOWS 
Fastest Selling 


Storm Window Kit Pattee 
. . Sly Fant O} ditty Kratt @ 






Poly-Feane* (43)4 
Meead STORM DOOR DOOR KIT 


Ready to Tack On 


renee oe ON) (22) 


Evie Window Siz 


noes ee i x 10’ 
ct a 18 ai Treneanedll 
ys ee Plastic 
Y Sheet 
NS oor nd 60’ Specia 
- Double Face Tape 


Packed 6 in attractive counte 
Display Bo 


50% 
TOP QUALITY PLASTIC PRODUCTS 


OLD WR AP 


_ 36” x 72” Plastic Two Full Size Storm Windows 
Sheet in Each Kit 
18’ Fibre Molding = 
Package of Nails 


4 
i 
- 1. 36” x 84” weather. 
i 
i t 
One full size Storm = eik: 4 
n ac i 
i 
4 
a 
7 


proof kraft with 
12” x 12” clear 
plastic window 


i 
i 
| 
i 
| 
i 2. 21’ Fib 
heets Plastic—72” x 36” i EB aidiretering 
4 
y 
i 


Feet Fibre Molding. 
36 ina Dispensing 2 Packages of Nails 
Display Carton Packaged in Snappy 3 Color Plastic Envelope. 


3. Package of Nails. 
Individually wrapped, 
ready to sell. Packed 12 to 
a Handy Dispenser Carton. 


1’ x 3’ Heavy Duty Transparent 
Plastic Sheet, 21’ of Molding and 
Package of Nails. Packed 24 to 
Attractive Counter Merchandiser. 


HOUSEHS 





i 
! FAST ba 
RIBBED MATTING AND FLOOR RUNNER § SELLING VT guers’ : Jiffy Wre Wras 
; Handy M * 1 
PLAST-O-MAT Gittins | VinyL-MAT’ i ! 
: k 
HEAVY WEIGHT {Pilar 0 Mas Transparent q 
{ 67 i : 
\ A ' een oe in q ag ; | ta - New type of a 
\ ain nla $149 7 : ae 1 Ye “se te: cate Me ' plastic wrap—preserves 
su ~ > 4 4 oame wel S$ 9x n . 
Set Service p ay WP wine 8 FE 9ft x12 individnally Woned ' food, protects household 
DS Aisplay Cartons a ‘ \ 25.850 Ft Rolls 7 2 Doz. Counter Display articles from harmful dust, 
it get Ny . / G gj 
UTILITY WEIGHT oul Red, Green, Vinyl Plast # Competitively Priced ... dirt and moisture. 
Bulk Rolls \. j} 3 Doz. in Merchandiser ¢ Beige, Grey, iny astic i riginal heavyweight plastic Utility Weight id Comes in convenient 12” rol's, 
50’ x 100’ =~ wide. Competitively priced. 4 Black, White Floor Runner 4 Individually boxed. Packed 1 9 x 12 Drop Cloth B 100 ft. long in a Dispe 
Lengths Transparent ru 0 O0ee  Bieewre colorful display carton. 24 in Carton 54¢ § tainer. Packed 2 doz. to display 
j é carton. 
Complete Originators x 
Range 1 and Largest . 
of Practical Producers of 
Beis THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY sigma. 
& Widths ‘ 


il WATER-PROOF + ROT-PROOF + ACID-PROOF Use 
MOISTURE-PROOF - 


CLEAR 


SUN-RESISTANT 


BLACK 








Pre-Cut Round 


The Original Polyethylene Silage Covers 


4 Gauge Heavy Duty 
Black Coverall 
Individually boxed 
and packed 3 to 


UP TO 32 
SEAMLESS 










a shipper. 
5 aw” P 








Look for the Name ‘'Warp'’s COVERALL" If Material Will Be Exposed to Sunlight for Any Length of Time, Use BLACK COVERALL 


Carried by Reliable Jobbers Everywhere 


Branded on the edge 


* 

















